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first & finest 


UNION MUTUAL, one of the first mutual life companys to write 
NON-CAN, still leads the field with the finest 
SICKNESS and ACCIDENT contracts... /!! 


fe ss BRUEFLY—HERE ARE THE PLANS © OO 


\ 


LONG TERM — Issued to Age 50 — Renewable to 60 Limit 


Ist, 31st, 61st or 91st Day Accident — Payable for 10 Years each Claim or Life $ 
31st, 61st or 91st Day Sickness — Each Claim Payable up to 10 Years > 0 0 
Policy is Non-Cancellable — Non-House-Confining — Non-Aggregate 








Incontestable — Guaranteed Renewable — Non-Prorating — Retroactive Waiver Monthly Indemnity, 

of Premium after 90 Days of Total Disability ) Medical Required 
INTERMEDIATE or Short Term — Issued to Age 55 — Renewable to 65 Limit 

Ist, 4th, 8th, 15th or 31st Day Accident — Payable for 2 Years, 5 Years, each $ 

Claim or Life 


4th, 8th, 15th or 3lst Day Sickness — Each Claim Payable up to 1 or 2 Years 
Policy is Non-House-Confining — Non-Cancellable — Non-Aggregate 
Incontestable — Guaranteed Renewable — Non-Prorating — Retroactive Waiver 
of Premium after 90 Days of Total Disability 


ACCIDENT ONLY — Issued to Age 59 — Renewable to 70 (One-half Limit 


Monthly Indemnity, 
Medical Required 
Above $200 


Benefit if Injured after 65) $ 
Ist, 4th, 8th, 15th or 3lst Day Accident for 2 Years, 5 Years, each Claim or Life 40 0 
Up to $40,000 Accidental Death Benefit M 

onthly Indemnity, 


$500 — Blanket Accident Medical Expense 
Up to $200 per Month Additional for 3 Months — for Travel Accident 


OPTIONAL Up to $12.00 — Daily Hospital or Nurse Benefits (Up to 90 


Days each Claim) 


Up to $300— Surgical Schedule 

Up to $40,000 Accidental Death Benefit 

$500 — Blanket Accident Medical Expense 

Up to $200 per Month Additional for 3 Months — for Travel Accident 


"Nineneomee Union Mutual 


UNDERWRITERS, YOU, TOO, CAN ADD LIFE INSUR ANCE COMPANY 


UNION MUTUAL'S NON-CAN COVERAGES 
TO YOUR SALES KIT. WRITE FOR Home Office PORTLAND, MAINE 


BOOKLET, "MONEY IN YOUR POCKET" Rolland E. Irish, President 


Robert C. Russ, Agency Vice President 


No Medical 
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Congestabadions 


FOR A JOB WELL DONE! 


The National Quality Award is a badge of honor. It is recognition of the underwriters’ accomplish- 
ments . . . of the superiority of their standing, their relation to their profession and the excellent 
quality of their salesmanship. Congratulations to these Jeffersonians who are, in the best sense, 
builders of prestige and success for themselves, their company and the industry. 


QUALITY AWARD 


D. L. Alford, Jr. 
David H. Andrews 
E. Frank Andrews 
M. B. Andrews, Jr. 
W. H. Andrews, Jr., C.L.U. 
Edgar W. Arnold 

E. H. Bachschmid 
J. V. Barringer 
Carter A. Bassett 
W. A. Bethune 

W. H. Branch 

W. Lester Brooks 
Troy C. Carroll 
James E. Cashatt 
R. Marshall Clegg 
L. Roy Cloninger 
J.T. Comer, C.L.U. 
T. Barker Dameron 
William H. Daniel 
J. Wendell Davis 
Walter L. Davis 
James P. Deal, C.L.U. 
Walter Den Herder 
Wm. J. Donald 

Leo Douglas, C.L.U. 
J. P. Duncan 
Gurney E. Edgerton 
Alfred P. Farrar 
Robert C. Flemister 
M. W. Fields 
Patrick J. Fogarty 
J. P. Fritts 

Neal Gibson 


Rocky Mount, N. C. 
Statesville, N. C. 
Greensboro, N. .C 
Goldsboro, N. C. 
Greensboro, N. C. 
Harriman, Tenn. 
Arlington, Va. 
Norwood, N. C. 
Wichita Falls, Texas 
Charlotte, N. C. 
Chapel Hill, N. C. 
Charlotte, N. C. 
Waco, Texas 
Charlotte, N. C. 
Greensboro, N. C. 
Amarillo, Texas 
Gastonia, N. C. 
Goldsboro, N. C. 
Austin, Texas 

Oak Ridge, Tenn. 
Chattanooga, Tenn. 
Knoxville, Tenn. 
San Diego, Calif. 
Dallas, Texas 

El Paso, Texas 
Marshall, Texas 

- Fayetteville, N. C. 
Athens, Ga. 
Birmingham, Ala. 
Fayetteville, Ark. 
San Antonio, Texas 
Chattanooga, Tenn. 
Sherman, Texas 


1. W. Gillett 

Carl H. Green 
Randolph S. Griffin 
John B. Hagin 
Felix L. Hargis 
Glenn R. Harper 
Howard C. Harper 
Ed M. Hicklin 

W. Dick Hinton 

C. C. Hooks 
Kermit B. Hunt 
Jefferson M, Jenkins 
Ralph Johnson 

Joe R. Joyner 

C. Gates Kimball 
Harry Laue 

A. Joyner Lewis 
Mills C. Luter 

Tom G. Maxwell 

Al L. Mayberry 

W. A. Meyerhoeffer 
Clay R. Miller 
LeRoy C. Mumme 
Edwina MacGregor 
John L. McCann 
E. M. McEachern 
Wade H. McKinney 
James E. McKnight 
F. V. McNair, Ill 
Walter L. Nance 

J. H. Norsworthy 
Dorman T. Payne 
Buford T. Pedigo 
James A. Purdy 

C. Frank Radcliff 


WINNERS 1952 


El Paso, Texas 
Birmingham, Ala. 
Rocky Mount, N. C. 
Norfolk, Va. 

Fort Worth, Texas 
New Orleans, La. 
Mobile, Ala. 
Burlington, N. C. 
Greensboro, N. C. 
High Point, N. C. 
Gadsden, Ala. 
Laurinburg, N. C. 
Dayton, Ohio 
Waycross, Ga. 
Charlotte, N. C. 
Fort Worth, Texas 
Jacksonville, N. C. 
Suffolk, Va. 
Hickory, N. C. 
Orlando, Fla. 
Johnson City, Tenn. 
Salisbury, N. C. 
San Antonio, Texas 
Houston, Texas 
Charlotte, N. C. 
Wilmington, N. C. 
Little Rock, Ark. 
Mooresville, N. C. 
Bethesda, Md. 
Concord, N. C. 
Paducah, Ky. 
North Wilkesboro, N. C. 
Miami, Fla. 
Cleveland, Ohio 
Norfolk, Va. 


Harvey N. Radcliffe 
Elbert S. Reeves 
Wilbur A. Reynolds 
Frank R. Richardson 
A. F. Roberts, Jr. 
Fred Roberts 

M. A. Rosoff, C.L.U. 
Richard F. Ross 
Robert L. Sanders, Jr. 
O. P. Schnabel 

Wm. J. Schnabel 
Clyde T. Shaw 

Frank H. Shinn, C.L.U. 
Stanley Simpson 
Albert Lee Smith 

F. McKey Smith 

P. Lee Smith 

E. Fred Smock 

Fred D. Stallings 
Donald S. Stark 
Stanley Sturm 

Ben L. Tabor 

Joe C. Toffelmire 
Jack Umstead 
Reese B. Walter 

J. A. Webster, Sr. 
J. A. Webster, Jr. 
Ferrell P. Wellman 
Hoke D. White 


James A. White, C.L.U. 


W. H. White 
S. Baxter Wilson 


Now More than a Billion Dollars Insurance in Force! 





Jefferson Standard 
LIFE INSURANCE CO. 


HOME OFFICE © GREENSBORO, N.C. 


Wilmington, N. C. 
Atlanta, Ga. 
Durham, N. C. 
Concord, N. C. 
Lubbock, Texas 
Dallas, Texas 
Philadelphia, Pa. 
Ft. Lauderdale, Fla. 
Memphis, Tenn.. 
San Antonio, Texas 
San Antonio, Texas 
Asheboro, N. C. 
Concord, N. C. 
Atlanta, Ga. 
Birmingham, Ala. 
Washington, D. C. 
High Point, N. C. 
Louisville, Ky. 
Reidsville, N. C. 
Cincinnati, Ohio 
Greensboro, N. C. 
Harrisburg, Pa. 
Albuquerque, N. M. 
Memphis, Tenn. 
Kinston, N. C. 
Savannah, Ga. 
Savannah, Ga. 
Ashland, Ky. 
Albemarle, N. C. 
Charlotte, N. C. 
Sanford, N. C. 


Florence, Ala. 





NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 12, 1952 











Salutel... 





versary 
ing, Ch 
a little 
zation’s 
the qua 


to Charles E. Cleeton, c.1.v., 


for distin guished service to 


changes 
. . h 
life underwriters everywhere. | the fife 


ccidental thee in 


P ence on 


INSURANCE COMPANY ~ OF CALIFORNIA 
HOME OFFICE « LOS ANGELES 

















corporati 
questioni 























ge 





3rd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 12, 1952 





3 











D. B. Fluegelman Is New President 


Master Salesmen 
Tell How They Do 
tat M.D.R.T Hour 


Hiller, Earls, Todd 
Bearden, Karlsruher 
Featured at Podium 


The Million Dollar Round Table 
hour at the N.A.L.U. convention 
featured talks by Chairman Walter 
N. Hiller, Penn Mutual, Chicago, 
and four other members of the 
M.D.R.T. executive committee. 

This year being the 25th anni- 
versary of the M.D.R.T.’s found- 
ing, Chairman Hiller led off with 
a little background on the organi- 
zation’s formation. Telling how 
the qualifications have been tight- 
ened up during the years, Mr. 
Hiller drew quite a laugh when he 
said, “A few years ago you could 
have married the boss’ daughter 
and qualified with a single pension 
trust case in your father-in-law’s 
business, but now, if you do pen- 
sion trust only, you would have to 
have five fathers-in-law.” 

Mr. Hiller explains that these 
changes were aimed at increasing 
the prestige of the M.D.R.T. and 
the life insurance business in gen- 
eral. The point, he said, is not to 
make it tough to join and stay in 
the M.D.R.T., but rather to show 
once an agent is a member of the 
Round Table he can take pride in 
his membership. 

“We have been doing our best 
for 25 years to avoid the kind of 
talk sometimes heard at your coun- 
try club. You’ve heard this said, 
haven’t you. ‘He’s a member but 
he doesn’t belong’.” 


Three Earls Illustrations 


William T. Earls, M.D.R:T. 
vice-chairman and chairman-elect, 
who is general agent of Mutual 
Benefit Life at Cincinnati, told of 
three instances of life insurance in 
action that had a tremendous influ- 
ence on his philosophy of selling. 
One of these involved a business 
IMsurance case in which there was 
not enough coverage to buy out 
the interests of the deceased part- 
hers widow, with the result that 
she is constantly harassing the 
corporation, threatening suits, 
questioning expenditures and gen- 
erally making herself annoying to 
the present management. The sur- 
Viving stockholder is one of Mr. 
Earls’ closest friends. 

I hope this experience will give 
me strength and conviction to in- 
sist in future years that the 
amount of insurance coverage be 
kept closer in line to actual busi- 
hess values,” Mr. Earls observed. 

(CONTINUED ON PAGE 40) 
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DAVID B. FLUEGELMAN 


Northwestern Mutual Life, New York City, president National 
Assn. of Life Underwriters. 


David B. Fluegelman, new pres- 
ident of National Assn. of Life Un- 
derwriters, was born in New York 
City and graduated from the Col- 
lege of the City of New York in 
1923. He entered life insurance 
in 1931 and has served as a special 
agent of Northwestern Mutual 
during his entire career. He has 
constantly been a leading producer 
of that company and is a member 
of the exclusive $10-Million-and- 
Over Club. 

Mr. Fluegelman has long been 
active in his local, state and Na- 
tional associations. He was one of 
the first chairmen of the board of 
field underwriters in his local as- 
sociation, served as chairman of the 
board and went through the other 
offices of that association, culmi- 
nating in the presidency. He sub- 
sequently was chairman of the 
board of past presidents. He was 
also a co-chairman of the war bond 
committee 1941-45. He was 
awarded his C.L.U. designation in 
1935 and has been active in C.L.U. 
affairs constantly from that 
point on. He is a past president of 
the Northwestern Mutual C.L.U. 
Assn. 

In the state association he served 
as chairman of the planning com- 
mittee, then as chairman of the 
general committee (board of di- 
rectors), as vice-president and as 
president. 

In the National association he 
has served on numerous commit- 
tees and has been chairman of the 


committee of agents as well as the 
committee on relations with other 
organizations. He has served on 
the important functions and activi- 
ties committee since its inception 
and is now chairman of that com- 
mittee. He has also served on the 
law and legislation committee, the 
finance committee and the pension 
committee. He was elected a trus- 
tee in 1947, was reelected in 1949 
and elected secretary in 1950. At 
the Los Angeles convention in 
September, 1951, he was elected 
vice-president of N.A.L.U. 

He has qualified every year for 
the national quality award and is 
a life member of the Million Dollar 
Round Table. He is a member of 
the New York state advisory board 
on life insurance examinations (ap- 
pointed by the superintendent of 
insurance), and is a faculty mem- 
ber of the C.L.U. Institute at the 
University of Connecticut. 





Prudential Fetes Campbell, 
New V.-P., at Reception 


Prudential was host at a large 
reception in honor of Charles W. 
Campbell, outgoing chairman of 
the General Agents & Managers 
Conference who goes to the home 
office Oct. 1 as a vice-president. 
On hand representing the home of- 
fice were Harold Stewart, execu- 
tive vice-president, and Vice-presi- 
dents Sayre MacLeod and James 
Rutherford. 


New President Long Association Leader Naw Yorker Takes 


Over As Atlantic 
City Convention Closes 


Elect Marsh, Gilmore to 
Other Posts, Trustee 
Contest Is Spirited 


With no contest among the 
four officers on the slate at the At- 
lantic City convention of National 
Assn. of Life Underwriters, inter- 
est in the political aspects of the 
meeting centered on the trustee 
race, in which eight candidates, all 
of them nominating committee 
recommendations, were contending 
for the six vacancies on the board. 

There were no nominations from 
the floor to swell the list of nomi- 
nees but at least there was a suffi- 
cient number of candidates so that 
no one ran the risk of being in the 
position of sole loser, as has some- 
times happened in these elections. 





Following is the slate that the 
national council elected Thursday 
afternoon: 

President — David B. Fluegel- 
man, Northwestern Mutual, New 
York City. 

Vice-President—John D. Marsh, 
Lincoln: National, Washington, 
D. C. 

Secretary — Robert C. Gilmore, 
Jr., Mutual Benefit Life, Bridge- 
port, Conn. 


Treasurer — Osborne Bethea, 
Prudential, New York City. 
Trustees— ~, 


Albert C. Adams, John Han- 
cock, Philadelphia. 

Claude C. Jones, Connecticut 
Mutual, Indianapolis. 

A. Jack Nussbaum, Massachu- 
setts Mutual, Milwaukee. 

Mitchell M. Rosser, 
Mutual, Boston. 

Henry Stout, 
Dayton, Ohio. 

Robert L. Walker, Peninsular 
Life, Orlando. 


Phoenix 


John Hancock, 





At the closing general conven- 
tion session Friday morning there 
were formal addresses by C. Brain- 
erd Metheny, general agent, Fidel- 
ity Mutual, Pittsburgh, on “The 
Magic of Life Insurance” and by 
A. C. F. Finkbiner, Jr., agent of 
Northwestern Mutual at Philadel- 
phia, on “In General Practice”, in 
which he likened the building of 
a general practice in life insurance 
to building a general practice in 
medicine. 

The remainder of the final ses- 
sion was given over to the tradi- 
tional Million Dollar Round Table 
hour with Walter N. Hiller, Penn 

(CONTINUED ON PAGE 39) 
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By A. C. F. FINKBINER, JR. 


If there is an easy way to engage 
in the life insurance business cer- 
tainly being a general practitioner 
is not it. We can’t build a staff 
to do our work for us. We have 
no automatic in- 
creases, no so- 
called “pick- 
ups”, no legisla- 
tive helps, no 
deals the size of 
which allow us 
to rest on our 
oars for a year, 
and no_ single 
lines that make 
or break us. 

We get calls 
in the middle of 
the night from our subconscious 
remembering this or that client’s 
program analysis. We have regu- 
lar office hours and even more 
hours visiting our patient and im- 
patient clients in the evenings. 
Ours is the task of operating a 





A.C. F. Finkbiner, Jr. 





A. C. F. Finkbiner, Jr., North- 
western Mutual, Philadelphia, drew 
an analogy between the general 
practice of life insurance and of 
medicine in his talk at the final gen- 
eral session of the N.A.L.U. conven- 
tion. Mr. Finkbiner is familiar with 
both types of general practice, as he 
operates as a “general practitioner” 
of life insurance and does the bulk 
of his business among doctors. He 
gave his N.A.L.U. audience a de- 
tailed account of the methods he 
has used in building up a highly 
successful general practice in life 
insurance, 





complete insurance clinic in which 
we can treat Mr. Engineer’s pro- 
gram or Mr. Partner’s business 
insurance or Mr. Student’s first 
purchase. We perform every op- 
eration from re-setting fractured 
policies to delivering jumbo addi- 
tions to family programs. Ours is 
the general approach to all of the 
fields in anatomy of life insurance. 
One look at the anatomy of this 
giant body will allow us to realize 
why we have specialists and why 


we need general practitioners. 
Here at this meeting we have both 
the specialists and the general 


practitioners who treat the life in- 
surance body that protects our 
clients. 

In Philadelphia, my doctor has 
a general practice in medicine, my 
attorney has a general practice in 
law and I have a practice, a gen- 
eral practice in life insurance. 


What “Practice” Means 


The term “practice” to a physi- 
cian means that he has a group of 
patients who regularly come back 
to him for medical treatment and 
advice. A practice to an attorney 


constitutes a group of individuals 
and firms who regularly call upon 
him to handle their legal affairs 
and extricate them from difficul- 
ties. A practice in life insurance 
constitutes the development of a 
group of individuals and firms who 
follow the recommendations of a 
life underwriter as they pertain to 
life insurance solutions to their 
family, estate and business prob- 
lems. 

In the word “practice”, there is 
the connotation of repetitive serv- 
ice to a group of individuals and 
the implication that the skill of the 
practitioner attracts a following. 
To you, it is perfectly obvious that 
there is a significant difference be- 
tween the practice of a physician 
or attorney, and a life insurance 
agent in general practice. It is 
true that we can attract a follow- 
ing. It is true that we get repeat 
business but these alone do not 
constitute a practice to the life 
insurance agent. The term “prac- 
tice” to us must also entail essen- 
tially the enlistment of new mem- 
bers to our following. For it is the 
enlistment process which is our 
most creative act. 


Three Main Sources 


My business primarily comes 
from three sources: young physi- 
cians, sons of successful fathers 
and young men in business for 
themselves. My business falls in 
this particular pattern not by acci- 
dent but really by design. I con- 
sciously seek out individuals who 
possess one common denominator. 
This common denominator con- 
sists of their possessing in their 
chosen field, either by training, 
circumstance, or heredity, a much 
better than average earning po- 
tential. Very often my client does 
not realize that he’s in this favor- 
able position, that he has the po- 
tential, and this gives me _ the 
opportunity before trying to sell 
him life insurance of first of all, 
selling him on his own future. 
Once he realizes that he has great 
expectations, he can accept more 
readily the long range planning 
that I will outline for him. 

Particularly with young physi- 
cians do I find it important to re- 
assure them that their futures are 
bright. Most of them have just 
completed long periods of training. 
Very often they’re threatened by 
the prospect of more military serv- 
ice. They’ve depleted their reserves 
while in training, yet, with the 
proper approach and an effort to 
show them the terrific capitalized 
life value that they possess, even 
those completely out of funds can 
be prospects because of their bet- 
ter than average income potential. 
With these young men [ first. talk 
about the tremendous investment 
that has been made. in them 


F’ inkbiner Tells How He Has Buil 


“General Practice” Among Doctor 


through college, medical school, 
internship and residency. 

I stress that if given time this 
investment is going to materialize 
into a fine income to their families 
and psychic income to their par- 
ents who have footed the bill. 
However, if not given time by pre- 
mature death, the complete invest- 
ment is lost. Lost to their wives 
and children who have sacrificed 
while they were in training and 
lost to their parents who have put 
up the money. To such an indi- 
vidual, I’d probably say something 
like this: 

“Dr. Jepson, isn’t it just good 
business sense that we should ex- 
plore what could be done to pro- 
tect this valuable asset, your future 
earning ability? —to protect it in 
two ways: to protect your family 
against the loss of you as an in- 
come producing asset by prema- 
ture death, and to protect you 
against being unable to buy life 
insurance that you need in the 
future.” 

I tell them about a friend that I 
have who is in a surgical group. 
He makes about $20,000 a year, 
but yet he drives an old Ford, lives 
in a row house, and stays home on 
his vacation. He’s confided in me 
that he has to live this way be- 
cause he can’t buy life insurance. 
Right after he finished his resi- 
dency in surgery, he got multiple- 
sclerosis. He could live another 20 
years or 30 years, yet he’s com- 
pletely uninsurable at any price. 
He has said to me, “Fink, I’ve got 
to save $10,000 per year to build 
an estate for my wife and young 
family, and saving $10,000 after 
taxes keeps us poor. Now, if I 
were insurable, I could do as my 
associates do. I could give one of 
you fellows $2,500 a year and cre- 
ate an estate for myself and spend 
the difference, but being unable to 
buy life insurance, I’ve got to build 
my estate the slow way as quickly 
as possible.” This story conditions 
my physician prospect to my ap- 
peal to get his insurance estate 





created while he’s still in g 
health. 
Another factor that helps them 
to understand the _ insurabilif 

problem is to hit at the point t 
all young doctors fear—that’s TR, 
In a large local hospital each year 
for the last four years, out of 4 
group of 100 residents and interng 
: 
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From Guardian Life: E. J. Phelps, agen 
cy director, and F. F. Weidenborner, 
agency vice-president. 





there were three or four new cases 
of pulmonary tuberculosis every 
year. This is 3 or 4% and is strik- 
ingly high. There’s good reason 
for it too. These young men in 








From Sun Life of Baltimore: Jose L. 
Hirsh, vice-president, and Bertram Frank, 
assistant secretary. 





training are worked to death. 
When talking with a young doc- 
tor, I never fail to tell him about 
this three or four out of a hundred 


and what it will mean to his future 
(CONTINUED ON PAGE 15) 











Elected to Major Posts in N.A.L.U. 





At the election 
session Thursday, 
in addition to ad- 
vancing David 
B. Fluegelman, 
Northwestern 
Mutual, New 
York, to presi- 
dent of N.A.L.U., 
John D. Marsh, 
Lincoln National, 
Washington, D. 
C., secretary the 
past year, was ad- 


John D. Marsh 


vanced to vice-president; Robert C. Gilmore, Mutual Benefit Life, Bridge 
port, Conn., was elected secretary and Osborne Bethea. Prudential. New 


York, reelected treasurer. 








R. C. Gilmore Osborne Bethea 
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BROAD 
INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 
(Noncan, Guaranteed Renewable) 


Juvenile Insurance 

Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 

Mortgage Redemption 
Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 

A full line of Group Coverage 


ace LINCOLN NATIONAL LIFE 
4 INSURANCE COMPANY 


— The 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Managers Have 
Snappy Sessions, 
Marsh New Chief 


New officers and directors were 
elected at the annual business ses- 
sion of the General Agents & Man- 
agers conference on Wednesday, 
which was presided over by Chair- 
man Charles W. Campbell, vice- 
president-elect of Prudential, as 
chairman. The meeting was de- 
voted largely to reports and com- 
ments from the organization’s var- 
ious committee chairmen. 

The officers selected for the 
coming year, as reported in Thurs- 
day’s convention daily, are chair- 
man, John D. Marsh, Lincoln 
National, Washington, D. C.; vice- 
chairman, Ray Wertz, Reliance 
Life, Detroit ; vice-chairmen, M. L. 
Camps, John Hancock, New York 
City; and secretary, Judd Benson, 
Union Central, Cincinnati. Inter- 
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est centered on secretary post as it 
places the recipient in line for the 
chairmanship in 1955. 

Directors elected for three year 
terms are Henry Persons, Mutual 
Life, Chicago; Herbert Hill, Life 
of Virginia, Richmond; Paul R. 
Greene, Aetna, Seattle, and Halsey 
D. Josephson, Connecticut Mutual, 
New York City. 

George Neitlich, Metropolitan, 
Everett, Mass., was elected to a 
two-year term, and W. Henry 
Blohm, Provident Mutual, Cincin- 
nati, was named a director for one 
year. 

Chairman Campbell opened the 
meeting ‘by outlining the activities 
of the past year, reemphasizing the 
aims and purposes of the confer- 
ence and explaining that the dues 
will be increased from $3 to $5 an- 
nually. Secretary Camps stated 
that the conference will be operat- 
ing in the black by the end of this 
year and now has about 4,100 
members. 


A Caravan of 
PROGRESS 


is represented in our new Home 
Office Building, 2124 Fourth Ave- 
nue, Seattle 1, Washington. 


. y | 


From a tiny trickle its flow of progress has in 20 years become a silver stream of security and 
opportunity for both policyholders and representatives, until now under the directions of Chas. 
H. Leber, President, the tributary has reached the main stream, surging with the power of pro- 
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tection required of a leading life insurance company. 


National Public Service Insurance Co. 
Chas. H. Leber, President 


H. A. Thorsvig, Agency Vice-Pres. 


Vice-chairman Marsh. stated 
that the association has 4,500 po- 
tential members and that from 
various lists of possible members 
which it is compiling, additions 
are being made to the membership 
list regularly. 

The association has access to the 
membership files of N.A.L.U. It 
has received general agents and 
managers lists from over 200 com- 
panies and 56 local associations. 
Vice-chairman Wertz, speaking 
for Paul R. Greene, Seattle, chair- 
man of the committee on area con- 
ferences, expressed the hope that 
in several sections of the country 
new area associations might be or- 
ganized similar for instance to the 
one which embraces Seattle, Port- 
land, Victoria, Vancouver and Ta- 
coma. He advised making a spe- 
cial effort to interest combination 
company managers. 

Reports were submitted by vari- 
ous committee chairmen, all of 
which were commendably brief. 














JOIN—Support Your Local Life Underwriters Assn. 


Metheny Describes 
Magic Quality 
of Life Insurance 


Uses Case Files 
in Illustrating 
Importance of Business 


First speaker at the closing gen- 
eral session Friday morning was C, 
Brainerd Metheny, general agent 
Fidelity Mutual at Pittsburgh. Mr, 
Metheny’s talk was an informal de- 
scription of how 
“The Magic of 
Life Insurance” 
had worked for 
his policyholders 
in his 32 years in 
the business, 

‘*There is 
nothing more 
contagious nor 
harder to stop 
than a _ sound 
idea,’’ he de- 


Cc. B. Metheny 


clared, and the 
whole make-up of life insurance is 
sound. Life insurance will do 


everything that all other good in- 
vestments will do plus the one 
thing that none of the others can 
do and that is complete and fulfill 
its every obligation upon the death 
of the insured.” 

At the beginning of his talk Mr. 
Metheny said that he was by 
schooling a chemical engineer, but 
that he was in the life insurance 
business by choice because he was 
convinced of its importance. 

“Generally speaking,” he said, 
“there are two methods of selling 
life insurance. First, the package 
method, and second, programming. 
I have done both and I am sure 
that I did not do any harm to those 
whom I ‘packaged,’ but I know I 
did a lot of good for those whom 
I ‘programmed.’ 

“In the final analysis,” he said, 
“a life salesman’s prime problem is 
to find out everything he can about 
the prospect — at what age he 
wants to ease up on things; what 
minimum monthly income he 
wants to receive at that age; what 
his obligations are, both actual and 
implied; what he has in posses- 
sions and earning power with 
which to accomplish his desires. 
With all this information in hand, 
you know what his problems are 
and what he would like his pro- 
gram to be and can then set about 
to suggest a solution to his prob- 
lems. 


Predictable Answer Method 


“In my office we try to work on 
the predictable answer method. We 
only ask questions to which we 
know the probable answer, not 
just the possible answer and in 
that way we believe we can lead a 
prospect down our alley and we 
know where we are going. Many 

(CONTINUED ON PAGE 34) 
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GUIDED GUMPTION URGED 





Life Agent Needs to Paint Pictures 
Which Speak to the Human Heart 


By DELLA H. BLACK 


There are two times in the day 
when a woman’s gumption needs 
desperately to be guided. One is 
when the alarm goes off in the 
morning and she makes herself as 
small as possible under the bed- 
clothes, hoping there’ll be some 
complete blackout of consciousness 
which will give her a day in bed, 
and the second is the moment 
after dinner when, the dishes 
washed and put away, she faces 
the thought of struggling into a 
girdle once more, painting on a 
brilliant career-girl smile, and 
sallying forth into the night. And 
all she asks is to sink into the 
softest chair, light the fire, and 
get lost in a good book! 


I have an idea, though I may be 
wrong, that the word “gumption” 
was born long years ago when our 
country was young, for it smells 
of calico and newly-turned earth 
and untouched forests. I imagine 





The gumption of pioneer women, 
properly channelled, can be used 
by the modern woman agent in her 
business, Della H. Black, State 
Mutual, Syracuse, told the Women’s 
Quarter Million Dollar Round 
Table at its banquet Tuesday eve- 
ning. 





it was born of a woman, too—a 
woman whose man had taken her 
away from comforts and luxury 
to live in a wilderness where she 


wove her own cloth, cooked over 
an open fire, and worked by his 
side in the fields. A country, too, 
where, when some tree fell on him 
or some Indian’s tomahawk struck 
him down, she stifled her cries in 
the night and went out to do a 
man’s work until her children 
were old enough to carry on for 
her. 

The thing that rolls me out from 
under the blankets is the realiza- 
tion that I can make it possible for 
the women in my community to 
live with pride and self-respect 
even when they are alone. Women 
need men—but they need “things,” 
too. Things like textures, surfaces 
and color-schemes affect their 
well-being. A woman who once 
had a lovely home, and later is 
reduced to one room with the poor 
little remnants of her belongings, 
has lost part of her heart, part of 
her very spirit—a part that can 


never be restored! 
(CONTINUED ON PAGE 35) 











Congratulations 


To the members of the National Asso- 
ciation of Life Underwriters, on the 
occasion of their Sixty-third Annual Con- 
vention, for their continuing and effective 
efforts in advancing the standards and 


scope of life insurance sales and service. 


HOUITABLE 
Life Insurance Company 


OF 


Founded in 1867 in Des Moines 


1OWA 








Changing Economic 
Structure Makes 


Needs Ever Greater 


J. V. Whaley, vice-president 
and director of agencies of Frank- 
lin Life, who 
spoke at the din- 
ner of the Wom- 
en’s Quarter 
Million Dollar 
Round Table, 
was assigned the 
subject, ‘‘Guided 
Curiosity Makes 
Gumption 
Click,” made up 
by combining 
the topics of 
two women 
speakers at the 
dinner, Laura Benham and Della 
Black, which were “Guided Curi- 
osity”’ and “Gumption Clicks.” 
Mr. Whaley said: 

“The real purpose of this meet- 
ing is to pay tribute to all mem- 
bers of the Women’s Quarter Mil- 
lion Dollar Round Table, those 
who are unable to be in attend- 
ance as well as those who are in 
our midst. To qualify for mem- 
bership in this very select group 
of life underwriters is no easy 
task and I am not unmindful of 
the fact that many of you con- 
sistently enjoy production which 
doubles, triples and sometimes 
quadruples your minimum re- 
quirements. It has been reliably 
estimated that the total produc- 
tion from the 220 members of 
WOQMDRT is consistently in ex- 
cess of $80 million annually. To 
generate this vast volume, each 
and every member must have 
caused a generous amount of 
‘guided curiosity’ to be utilized by 
her prospects in her daily inter- 
views which ultimately resulted 
in their ‘gumption clicking.’ While 
on the subject of ‘Guided Curios- 
ity Makes Gumption Click,’ I 
would like to pay a special com- 
pliment to all members of 
WOQOMDRT by stating, and I hope 
without incurring the wrath of 
my fellow underwriters, _ that 
women underwriters exercise more 





J. V. Whaley 


skillfully their ability in guiding | 


curiosity on the part of their pros- 
pects than do men underwriters. 


Opportunity Never Greater 


“The mere fact that each of 
your names is on the membership 
roster is eloquent testimony Oo! 
your past performance. Your stay 
here in Atlantic City will undoubt- 
edly be most pleasant and highly 
constructive. Your desire will un- 
doubtedly be to return with 4 
greater understanding of your re- 
sponsibility to your clients and to 
yourself, with a deeper apprecia- 
tion for the opportunity you as 
a life underwriter have to serve 
your present clients and future 
prospects. I am sure there will be 
no disagreement in the statement 
that ‘opportunities for the sale ol 
life insurance will be far greater 
in the future than ever beiore.’ 
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A. J. McANDLESS AT GAMC LUNCHEON 





Tells How Reinsurance 


Has Helped Field Man 


A, J. McAndless, president of Lincoln National Life, the luncheon 
speaker at the General Agents & Managers Conference Thursday, ex- 

ined how reinsurance operates in the life insurance business and 
particularly mentioned how it helps the man in the field. 


By A. J. McANDLESS 


A contract of reinsurance is an 
agreement by which one company, 
say the North 
Pole Life Insur- 
ance Co., agrees 
to indemnify an- 
other company, 
the South Pole 
Life Insurance 
Co., if a claim 
falls on a life in- 
sured by the 
South Pole Life. 
In other words, 
it is a pure con- 
tract of indem- 
nity. In other respects it is not 
greatly different from any contract 
of insurance. There must be an 
insurable interest upon the part of 
the direct writing insurance com- 
pany in the risk reinsured ; but such 
insurable interest need only exist 
when the claim arises. 

A large part of the reinsurance 
business is conducted on the yearly 
term basis; that is, the North Pole 
Life reinsures the mortality risk of 
the South Pole Life for the current 





A. J. McAndless 








Los 


Manhattan Life, 
Angeles, new chairman of the Women’s 
Quarter Million Dollar Round Table, and 
Charles J. Zimmerman, managing director 
of L.L.A.M.A., at the reception preceding 
the W.Q.M.D.R.T. dinner. 


Mary LaBella, 





year. This is the most common 
form of reinsurance. Another large 
segment of the business is trans- 
acted under contracts which, in 
the jargon of the business, we call 
coinsurance contracts. Under this 
form of contract the North Pole 
Life assumes part of the South 
Pole Life’s liability under a partic- 
ular policy covering the life of say 
am Jones, 


Shares All But Options 


The North Pole Life assumes a 
part of the South Pole Life’s lia- 
bility under a particular policy, 
pays a part of the commissions, 
assumes part of expenses, assumes 


_ the dividend, and becomes respon- 


sible for its share of the cash and 
loan value. About the only thing 


that is not ordinarily assumed un- 
der such reinsurance is the pay- 
ment of benefits under the instal- 
ment settlement options. 


Good Faith Is Basis 


These usual and customary qual- 
ities of reinsurance contracts, how- 
ever, are not the most significant 
characteristics of the business. The 
characteristic of the business which 
transcends all others in importance 
is this: The business is conducted 
with complete good faith on the 


part of the contracting parties—not 
just ordinary good faith, but the 
strictest of good faith. The law 
books sometimes refer to this prin- 
ciple by using the Latin expression 
“uberrima fides.” This means that 
the original company offering a risk 
for reinsurance gives all the facts 
and circumstances concerning the 
life to the reinsurer. They give not 
only the facts which are in the 
papers, but anything which is with- 
in their knowledge and which 
(CONTINUED ON PAGE 32) 





the need was there 


Continental American’s 


oN PECIAL PREFERRED 


POLICY 





is filling it 


he anticipated need was there—the 
need of the “better than average 
buyer” for a larger amount of perma- 
nent protection at the lowest possible 


premium. 





How well the Special Preferred is 
filling this need is evidenced by the en- 
thusiastic way it was received and pro- 
moted by our Field Force and by its 


unusual public acceptance. 


WHY WAS IT SO WELL RECEIVED? 


Because it is the lowest cost policy obtainable per $1,000 effective protection on 
any permanent plan which accumulates full ordinary life cash values! 


Here are the benefits: 


1 Whole life protection for face amount 


2 Guaranteed extra protection of 10% of 


face amount in first year—continuing 


into later years by use of unique divi- 


dend option 


3 Fully paid-up at age 85 
4 Accumulates full ordinary life cash values 


5 Available with all supplemental benefits 


including family income provision 


The new Special Preferred Policy is the result of Continental American’s 
continuing search for better insurance—insurance that provides more pro- 
tection for each premium dollar. It is typical of the quality tradition of 
Continental American which has characterized the Company since its 
founding, and which has resulted in many original ideas for better service 


to clients. Best known of these is the ORIGINAL Family Income Policy 
introduced by Continental American Life Insurance Company in 1930. 


Wilmington, Delaware 








General Agency Openings in Pittsburgh and Westem Pennsylvania 
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Lee Urges Agents 
fo Re-Sell America 
fo Policyholders 


U. S. Chamber's President 
Says They Are Best Fitted 
for This Vital Mission 


By LAURENCE F. LEE 


Your industry—my industry— 
our industry—has made immense 
contributions to 
the free Ameri- 
can competitive 
society. But it 
is just as true, 
that without the 
freedom of ac- 
tion endowed 
upon us by the 
American sys- 
tem, and with- 
out the opportu- 
nities inherent 
in competitive 
capitalism, our 
industry could not have advanced 
to its present spectacular heights. 
It is difficult to say whether your 
debt to the American system—or 
the country’s debt to the industry 
is greater. 





Laurence F. Lee 


Our industry is proud of its con- 
tributions. We are proud to belong 
to what might be called the 20th 
century miracle—the American 
success story. 

What Freedom Means 

At the root of the American mir- 

acle is a short but trenchant word 


called freedom. It is often a mis- 
used word. But in its simple es- 





Addressing the first general ses- 
sion of the N.A.L.U, convention, 
Laurence F. Lee spoke both as a 
life insurance executive and presi- 
dent of the U. S. Chamber of Com- 
merce. Mr. Lee, who is president 
of Occidental Life of North Caro- 
lina and Peninsular Life of Florida, 
warned of the danger that the fed- 
eral government may invade the 
fields of other industries as it has 
the electric power business. He said 
if each of the country’s estimated 
180,000 life agents contacted five 
persons a day a yearly total of 225 
million persons would be seen and 
resold the “idea of America.” 





sence, it means no restrictions on 
the right to worship, no restric- 
tions on the right to speak, on the 
right to choose political represen- 
tatives, on the right to buy, on the 
right to sell, on the right to in- 
vest, or on the right to work. 
Throughout the world, our econ- 
omy is the subject of much dis- 
cussion. In some quarters it is 


viewed with envy; in others with 
approval; in still others with crit- 
icism. 





MUST BE VIGILANT 





It behooves us to be vigilant, 
not alone for our own sakes, but 
for the sake of those who come 
after us. We have already com- 
mitted our children and our grand- 
children to a staggering public 
debt. But we will write an even 


ae 


blacker chapter in the chronicles 
of time if we make it impossible 
for them to pay that debt. And 
that could happen. It could hap. 
pen by destroying the free enter. 
prise system from which our com. 
parative abundance and compara- 
tive wealth have sprung. 

Let us make no mistake about 
it. These freedoms about which 
we talk so glibly are fast slipping 
through our fingers. 

The employe’s right to negotiate 

(CONTINUED ON PAGE 37) 








Massachusetts Mutual executives—Kenneth Perry, agency director, and Chester 0. 
Fischer and Charles Schaaff, vice-presidents. 


















@ Attractive commissions— Bonuses 
Liberal first year commissions plus lifetime renewals. 


@ Sales training and sales aids 


Cooperative sales assistance to the men in the field. 


For details on the Capitol Life expansion program 
in your area, write: 

THOMAS F. DALY II, Vice President 
and Director of Agencies 


“Here's Why I Like 


Capitol Life’s Policy in 
Handling Borderline Risks 


The home office places considerable confi- 
dence in my recommendations on border- 
line insurance risks. This home office co- 
operation makes my sales job easier.” 
Rayburn H. Carrell, Capitol Life Agency Manager 


Fort Worth, Texas 


With Capitol Life you get these benefits: 


@ Prompt underwriting service 
A coordinated underwriting service for the field forces. 


@ Exclusive contracts 


Complete line of policies with competitive rates. 


Available to qualified field underwriters now residing in the 13 Western States. 
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Capitol Life 


TSS ===IINSURANCE COMPANY 
DENVER, COLORADO 
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Danger in Extension of S.S. 





Benetits for Servicemen 


The serious and generally un- 
realized character of the 1952 
amendments to the social secur- 
ity act, extending the basis of 
social security credits for veterans 
and servicemen, which it describes 
as more dangerous to life insur- 
ance than the Kilday bill, defeated 
in Congress mainly through the 
efforts of life insurance interests, 
is stressed in the report of the 
committee on affairs of veterans 
and servicemen, headed by John 
D. Marsh, Lincoln National, 
Washington, D. C. 

It says that the “power of bu- 
reaucracy” was demonstrated by 
having written into the new bill, 
which became law in July, a few 
words extending the pre-existing 
gratuitous military service wage 
credits in such a way as to pro- 
vide both veterans and _ service- 
men (including career members of 
the armed forces) during their 
time in service and with resulting 
materially increased benefits. 


Farther from Original Concept 


It says that this extension marks 
a further departure from the orig- 
inal concept of military service 
wage credits, which was simply 








Two widely known insurance educators 
who met for the first time at the N.A.L.U. 
meeting in Atlantic City: Dean Laurence 
J. Ackerman of the University of Connect- 
icut school of business, and Hal L. Nutt, 
head of the Purdue course. 





to prevent the loss of social secur- 
ity wage credits by civilians for 
the time spent by them in military 
service. . . . “In many instances, 
this new law provides more bene- 
fits for the surviving dependents of 
deceased servicemen than would 
have been provided under the Kil- 
day bill itself.” 

The new act provides $160 
monthly wage credits for service 
between Sept. 16, 1940, and Jan. 1, 
1954, and also sets up two methods 
by which a serviceman may 
acquire a “fully insured” status. 
It established a new precedent by 
granting such credits for peace- 
time service. 

The committee believes that two 
alternatives are available to elim- 
inate the duplication under the 
new act: Either (1) VA com- 
pensation and pension benefits 


must be offset against Social Se- 


curity benefits so that only the 
larger of the two benefits will be 
paid, or (2) the VA death benefit 
income rates must be scaled down 
to keep the total government pay- 
ments at a reasonable level. It pro- 
poses to determine which alterna- 
tive is most feasible economically, 
administratively, and _ politically, 
and to pursue that course to a suc- 
cessful conclusion. 

“Further, we must demand a 
complete study by Congress of 
the existing ‘crazy-quilt’ pattern 
of government retirement and sur- 
vivorship benefits.” 


C.L.U. Coming Into Own 


Few people appreciate the mush- 
rooming growth of the American 
Society of C.L.U. Only seven years 





ago it was operating on a budget 
of $5,000 a year. For the fiscal 
year 1950-1951, it was $60,000, for 
1951-52, $125,000 and it was de- 
liberating at its meeting this week 
on a program involving an outlay 
of $145,000, on the most conserva- 
tive estimate. 


Mrs. Burns Gives 
Career Sketches 
of Leading Ladies 


A novelty was provided at’ Wed- 
nesday’s luncheon of the commit- 
tee of women underwriters and the 
Women’s Quarter Million Dollar 
Round Table when Program 
Chairman Nell F. Burns, New 
England Mutual, Birmingham, 
presented six “leading ladies in life 
insurance” and gave a detailed out- 
line of the business career of each. 
After sketching the careers of 
those who were honored, Mrs. 


Burns would ask a few questions 
which were answered briefly, and 
so while the audience heard each 
speaker in this way there were not 
Six separate talks. . 

Mrs. Burns told an interesting 
story about each one and in nearly 
all cases it was developed that © 
these six leaders had a difficult 
time of it and had risen to a high 
level of personal production “the 
hard way”. 








Leaders of the South Carolina associa- 
tion: W. S. Hendley, Jr., Mutual Life, pres- 
ident of the state association, and J. Doyle 
Smith, manager of Liberty Life, secretary- 
treasurer, both of Columbia. 








Home Office: 


Newark, N. J. Toronto, Ont. 








Canadian Head Office: 


The Man Who Wasn’t There— 


He spent a quiet evening at home with his family — 


Coca show. 


zines. 


TOO. 


Prudential Advertising opens doors — over 40,000,000 of them every 
week from Bangor to San Diego, from Seattle to Miami. 


Prudential Advertising works for Prudential Agents right where it does 
the most good — in the homes of the people in their territory. 


The Prudential Insurance Company of America 


A matual life insurance company 


Southwestern Home Office: 
Houston, Texas 


YET HE WENT INTO 7,000,000 HOMES THAT 
EVENING through the miracle of television and 
the immense appeal of the Sid Caesar and Imogene 


On Sunday he went swimming — 


YET HIS SALES MESSAGE WAS SEEN IN 31,- 
000,000 HOMES THAT SUNDAY MORNING in 


Sunday supplements and leading national maga- 


HE'S THE PRUDENTIAL AGENT! 


FOR WHERE PRUDENTIAL ADVER- 
TISING GOES— 


THE PRUDENTIAL AGENT GOES, 


Western Home Office: 
Toronto, Ont. 
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CHICAGO’S LEADING LIFE OFFICES 


EXTEND CORDIAL GREETINGS TO THE N. A. L. U. 
63rd ANNUAL CONVENTION. 


3rd Day 





A COMPLETE LIFE INSURANCE 
DEPARTMENT AT YOUR DISPOSAL 


LIFE—SUBSTANDARD—WHOLESALE—GROUP 
ACCIDENT AND SICKNESS—HOSPITALIZATION 
GROUP PENSIONS—PENSION TRUSTS 


— TRY US — 


FRED. S. JAMES & CO. 


Established 1872 


INSURANCE 


NEW YORK ONE NORTH LA SALLE STREET SAN FRANCISCO 
or cere. Telephone—Flnancial 6-3000 aaa 34 


CHICAGO 2, ILLINOIS 


> YOUR BROKERAGE AND SURPLUS BUSINESS SOLICITED < 


ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
NON-CANCELLABLE ACCIDENT AND HEALTH 


JOSHUA B. GLASSER 


General Agent 
CONTINENTAL ASSURANCE COMPANY 


Illinois’ Leading Life Insurance Company 
39 SO. LA SALLE STREET 


CHICAGO 3, ILLINOIS e CENTRAL 6-1296 














Youngberg-Carlson Co. 


INCORPORATED 


General Agents 
Continental Assurance Company 


Chicago Brokers Find Our Ground Floor Offices Easily Accessible 


Unexcelled Service in All Lines of Insurance 


SAM LELAND, Mgr. A. H. WOHLERS, Mgr. 
Life Insurance Dept. Health & Accident Dept. 


201 S. LaSalle St., Chicago 4, IIl. 
621 S. Spring St., Los Angeles 14, Calif. 





PAUL W. COOK,cuv 


General Agent 
Lorraine Sinton, C.L.U. 


FRANKLIN LIFE 


Chicago Division 


PROFITABLE Sales Production Manager 
AGENCY ee 

OPPORTUNITIES MUTUAL BENEFIT 

AVAILABLE LIFE INSURANCE 


COMPANY 
Telephone RAndolph 6-344 
One North La Salle Street 
CHICAGO 2 


Regional Office 


120 S. LaSalle 
F. J. BUDINGER, C.L.U. 
Regional Sales Director 


Chicago 











The 











One Stop Service for your Surplus 
and Substandard Business 
If we can't issue it—we will tell 
you who will. 


JOHN W. LAWRENCE, C.L.U. 
General Agent 


JOHN RINKLE 
Ass't Gen'l Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


135 S. LaSalle St. e@ ANdover 3-1820 
Chicago, Illinois 


MOORE, CASE, LYMAN & HUBBARD 


General Agents 


ara = eS 
or Beeven Massaenvssrre 


C. T. ROTHERMEL, JR., C.L.U. 


175 W. Jackson Blvd. 
Chicago 


EARL MONTGOMERY 





Suite 














LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


FERREL M. BEAN 


GENERAL AGENT 
One La Salle Street Building 
Telephone: RAndolph 6-9336 
CHICAGO, ILL. 








H. G. SWANSON 


General Agent 
BOB SWANSON, C. L. U. 


Associate General Agent 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 


Telephone HArrison 7-8090 
3000 Board of Trade Building 
Chicago 4, Illinois 





The 














ee ie ©. 
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- THE OFFICES LISTED ON THESE PAGES ARE 


LEADERS IN THE LIFE INSURANCE FIELD IN 
CHICAGO. THEY OFFER THE N. A. L. U. BEST 
WISHES FOR CONTINUED SUCCESS 








THE 
A. D. CROW AGENCY 


The Lincoln National Life 
Insurance Company 


Suite 2162 
135 S. La Salle Street 
CEntral 6-8013 








RAYMOND J. WIESE 
AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE CO. 
OF PHILADELPHIA 
Founded 1865 
RAYMOND J. WIESE 
General Agent 





Phone Financial 6-0915 
One North La Salle St. Bldg. 
CHICAGO, ILL. 


DUKE FRANK AGENCY 
STATE MUTUAL LIFE ASSURANCE CO. 


WORCESTER, MASSACHUSETTS 
Ww 
RAYMOND W. FRANK, General Agent 
Ww 


One North La Salle St. DEarborn 2-1404 














ROCKWOOD S. EDWARDS 


@ 


General Agent 


AETNA LIFE INSURANCE COMPANY 
120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone ANdover 3-1920 


W.A. ALEXANDER & COMPANY 


GENERAL AGENTS of 


THE PENN MUTUAL 


Life Insurance Company 


WADE FETZER, JR., onait 
135 South La Salle Street 


JOHN H. SHERMAN 
FRanklin 2-7300 
CHICAGO 














Suite 2049 


HAMILTON FERGUSON 


General Agent 
OCCIDENTAL LIFE INSURANCE COMPANY 


—— “Brokerage Exclusively” —— 


135 §S. LaSalle St. 


ANdover 3-1883 


FREEMAN J. WOOD 
GENERAL AGENT 


LINCOLN NATIONAL LIFE INSURANCE CO. 
208 So. La Salle St. Telephone: CEntral 6-1393 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 











THE LIFE INSURANCE COMPANY OF VIRGINIA 


Richmond, Virginia 
J. J. MILLER, Manager D. A. MEDARIS, Assoc. Manager 
NORMAN J. Le BEAU, Brokerage Manager 


Suite 776 — 208 Seuth LaSalle Street 
ANdover 3-6876 











One North La Salle Street 


THE HUNKEN 
AGENCY 


The CONNECTICUT MUTUAL LIFE 


Telephone: CEntral 6-5700 


Chicago 


STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
Suite 1525 
ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: RAndolph 6-0560 
@ 
An Agency Especially Equipped to Educate 
‘ and Develop Steady Producers 
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Life Underwriters Place 
DISABILITY INCOME 


in the 


MASSACHUSETTS INDEMNITY 


INSURANCE COMPANY 


Because 


It is Non-Cancellable, Guaranteed Re- 


newable and Incontestable. 


It is available in flexible units of $10.00 
monthly. 


It pays after 7, 14, 30 or 90 days of dis- 
ability from sickness, and from first day 
for accident (optional). 


It pays additional income during hos- 
pital or nurse care. 


It provides a schedule of Surgical oper- 
ations. 


It is designed as Permanent Guaranteed 
Protection. 


It provides premium waiver during dis- 
ability. 


It provides a grace period of 31 days. 


It combines most advantages of the old 
disability clause with modern, compre- 
hensive Disability Income Protection 
on a legal reserve basis. 


It entails vested commissions under a 
contract direct with the Company. 





Your inquiries are most welcome. 
Branch Offices in most leading cities. 





Home Office — 654 Beacon Street 
Boston 15, Massachusetts 





Earlier Trustees’ Meeting 
Is Welcome Innovation 


An innovation this year that 
promises to be highly welcome to 
the N. A. L. U. trustees is the 
pushing forward of the _ initial 
meeting of the new board. Ordi- 
narily this has been held on the 
Saturday following the convention. 
However, this year it will convene 
immediately after the fellowship 
luncheon festivities conclude Fri- 
day afternoon. The board will 
meet again Saturday morning but 
with the expectation of adjourn- 
ing by noon. Because of train and 
plane connections this will mean 
for some as much as 24 hours dif- 
ference in getting home as com- 
pared with an afternoon adjourn- 
ment. 

The board of trustees finished 
up its Saturday agenda on Satur- 
day, even though late, thereby 
avoiding having to meet on Sun- 
day. Not too many years ago Sun- 
day meetings for the board were 
the accepted thing, The Sunday 
meetings, however, eventually ran 
into some religious scruples. 

While getting the trustees to- 
gether on Saturday means that 
some of them have to leave their 
homes a day earlier, it has the 
advantage of leaving Sunday for 
relaxation and also is a kind of 
safety measure, since if the Satur- 
day work is not completed that 
day it can be resumed Sunday, as 
was the case at Los Angeles at 
last year’s convention. 





Kansas City Life representatives at the 
N.A.L.U. meeting: William A. Arnold, 
agency vice-president, and Philip A. Hoche, 
manager at Orlando. 





Devitt Revisits Tennis Pals 

On his way from Denver to At- 
lantic City, Frank H. Devitt, Cap- 
itol Life, Denver, stopped off at 
New York City and went out to 
Forest Hills with Julian S. Myrick, 
past- president of N.A.L.U. and 
chairman of the American College 
to see the semi-finals in the national 
tennis championship matches. It 
was the first time Mr. Devitt had 
been to a national championship 
match in 14 years. He met many 
old friends, for from 1926 to 1933 
he was chairman of the national 
tournament committee. Mr. My- 
rick too, was more than a casual 
spectator, for as hardly anyone 
needs to be told, he was president 
of the United States Lawn Tennis 
Assn. for many years. 








JOSEPH H. CLEMENTS 


President General Agents Section 
Crown Life Club 


S. E. LEIWANT, C.L.U. 


Member Million Dollar Round Table 


MORRIS-DALY ASSOCIATES 


COMPLETE 








THE NEW JERSEY LIFE ASSOCIATES INC. 


STATE AGENT FOR NEW JERSEY 


CROWN LIFE INSURANCE CO. 


At Your Service 
M. DICKSTEIN, President 


General Agents 


ALFRED J. BERNSTEIN 


AND 
REINSURANCE FACILITIES 


THe Crown LIFE 


HOME OFFICE: TORONTO, CANADA 
1180 RAYMOND BLVD., NEWARK 2, N. J. 
Over $950,000,000 Insurance in Force 


R. J. MORAFF 
Vice President General Agents Section 
Crown Life Club 


A. J. WOHLREICH 
Member Million Dollar Round Table 


FRISS NICHOLL & CO. 


BROKERAGE 


MITCHELL 2-2083 











as 








plannit 
would 
took 1¢ 
6% wo 
five ye 
I do 
ing so 
has to 
willing 
money 
difficult 
this: “. 
new pi 
were de 
assure — 
and wit 
ing unt 
could n 
your p 
fluorosc 
for hea 
that th 
several 
had to | 
cess, yt 
money, 


Importa 


“Well 
device, ' 
success 
as this 
the one 
when y‘ 
old are | 
For any 
it make 
you are 
in poor. 

They 
out of a 
if young 
tremend 
life insu 
ture, the 
where. 

One o 
I’ve usec 
to me o 
I was in 
while he 
he calle 
realized 
can Mec 
looking ; 
the back 
Prime, 
coronary 
the maga 
it into tk 
At an ay 


' somethin 
| things I’ 


fables. 
The rea: 
Americar 
your wai 
you that 
people li: 
umn in | 
those wh 
who die t 
died too 
he proba 
“Their 

hands of 
tor left. ” 
day. Som 
we tell y 
They don 
and then 











\ 


an 





3rd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 12, 1952 








=——— 


How Finkbiner Built 


‘General Practice’ 


(CONTINUED FROM PAGE 4) 





planning if he’s one of them. J 
would hazard a guess that if we 
took 100 young M.D.’s in training, 
6% would become uninsurable for 
five years every year. 

I do very little premium financ- 
ing so my story to these fellows 
has to be so strong that they’re 
willing to scratch up the premium 
money in spite of their financial 
difficulties. I say something like 
this: “Dr. Jepson, if tomorrow a 
new piece of medical equipment 
were developed that you needed to 
assure you future medical success 
and without it you would be work- 
ing under a severe handicap and 
could not keep up to the others of 
your profession, such as a new 
fluoroscopic device or a new device 
for heart study and if you knew 
that this equipment would cost 
several hundred dollars, but if you 
had to have it for your future suc- 
cess, you'd be able to raise the 
money, wouldn’t you? 


Important as Instrument 


“Well, life insurance is no new 
device, but to your future financial 
success it is every bit as important 
as this new instrument. This is 
the one thing in your lifetime that 
when you buy it they’ll ask, ‘How 
old are you and how well are you”’. 
For anything else that you buy, 
it makes little difference whether 
you are 19 or 90, in good health or 
in poor.” 

They say “you can’t get blood 
out of a stone” but I contend that 
if young physicians are shown the 
tremendously important part that 
life insurance will play in their fu- 
ture, they'll get the money some- 
where, 

One of the best motivators that 
I've used with young M.D.’s came 
to me one day quite by accident. 
Iwas in a physician’s waiting room 
while he saw his last patient. When 
he called me into his office I 
realized I was reading the Ameri- 
can Medical Journal. I had been 
looking at the obituary column in 
the back. I had just read “John 
Prime, M. D., research fellow, 
coronary occlusion, age 36.” I kept 
the magazine in my hand and took 
it into the doctor’s office with me. 
At an appropriate moment I said 
something like this. “Doctor, these 
things I’m talking about are not 
fables. They happen every day. 
The reason that I brought the 
American Medical Journal in from 
your waiting room was to remind 
you that there are two kinds of 


| people listed in the obituary col- 


umn in the back of this book— 
those who live too long and those 
who die too soon. Here’s one that 
died too soon —age 36. I’m sure 
he probably left a couple children. 

“Their welfare is now in the 
hands of the estate plan that doc- 
tor left. This happens to us every 
day. Sometimes these words that 
We tell you stick in our mouths. 
They don’t even seem real to us, 
and then something like this hap- 


pens and we rush to our files to see 
how well the plan is organized and 
how much there’s going to be each 
month for our client’s widow.” 

This type of motivation, talking 
about something the doctor is fa- 
miliar with, has helped me more 
than talking with him about spe- 
cial plans or low cost term deals 
or age changes. 

At the present time, about 60% 
of my business comes from phy- 
sicians. Nearly all of them are be- 
tween the ages of 25 and 40. These 
men form the nucleus of my gen- 
eral practice. They are wonderful 
fellows to work with, and once 
you’ve gained their confidence they 
respect your practice and are most 
enthusiastic about your progress. 

To me, it’s of great importance 
to meet these fellows early in their 
careers, and I find that a young 
physician can be interested in an 
estate planning approach even 
though most of his estate is in the 
shoes he wears. 


Learns Wife’s Role 


Very early in the game I try to 
find out two things: (1) Is he a 
preferred risk? (2) Does his wife 
act as chancellor of the exchequer 
in his behalf? Many physicians’ 
wives do and it helps to know how 
soon she’s to be brought into the 
case. 

But, where do we go from here? 
Who are the ones that buy? First 
of all, if I call on a physician and 


if he can demonstrate to me that 
he’s had his program gone over by 
a well qualified man in the last two 
years and this man is handling his 
program, then I won’t waste my 
precious time trying to undo what 
has been done and convert him. 
During the time it would take me 
to swing him to my camp, I can 
swing two or three new young 
physicians who haven’t had such 
a service performed. 

Here are some rules that I’ve 
tried to follow in solving my own 
problems in succeeding with this 
market. Some may seem like small 
points, but each adds a little to my 
procedure. 

1. Call on a doctor a day. Since 
January of 49, when I established 
this rule, few daily work sheets 
are missing a doctor’s name. As I 
would go along the streets on my 
daily calls I’d say to myself, “A 
doctor a day, a doctor a day, have 
you seen your doctor today?”. As 
a result, few weekly production 
sheets do not include insurance 
written on an M.D. 


Avoid Office Hours 


2. Try not to call on these fel- 
lows during their office hours. 
They’re expecting patients, not life 
underwriters. I try to see them at 
the hospital during clinic hours. 
There they are on charity time, not 
their own. Often I can reach them 
towards the end of morning rounds 
at the hospital or on Saturday af- 
ternoons at their home. 

3. Get to call the prospect by 
his first name after the first inter- 
view. It breaks down the doctor- 


Emeritus Is Defined 


The president emeritus of 
the American College of Un- 
derwriters, Dr. S. S. Huebner, 
offered his own definition of 
emeritus to the overflow audi- 
ence at the annual confer- 
ment dinner. 

Emeritus, he said, means 
“on the way out—gradually”. 





layman feeling and puts you on an 
equal status with him. 

4. For those whose wives handle 
the physician’s affairs, get permis- 
sion to deal with the wife, then 
make all contacts through her for 
future appointments, yearly pro- 
gram review and suggested addi- 
tions. This eliminates the problem 
of bothering the busy doctor. 

5. In obtaining the expected an- 
nual income figures, be sure to ask 
about next year and the following 
year. Very often they'll expect 
annual increases, and accelerated 
premium commitments are indi- 
cated. 

6. Talk 20% of their income in- 
to life insurance. Teil them the 
“corporation story,” that if they 
worked for a big corporation as an 
executive they wouldn’t have to 
Save so much per year as they’d 
have a pension plan, group insur- 
ance, social security, and _ profit- 
sharing arrangements. But, if they 
want to stay independent, which is 
the theme of the American Medical 
Assn., they’ll be expected to make 
independent provisions for their 
lifetime needs. 

(CONTINUED ON PAGE 22) 





tive vice-president of Commonwealth. 
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Now or formerly members of the Commonwealth life family—E.. A. Trask, Jr., supervisor of agencies; 
superintendent of ordinary agencies; Mrs. B. N. Woodson, and “Woodie” Woodson, 
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William Davis, III, 


N.A.L.U. managing director, formerly execu- 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office — Newark, N. J. 
EUBANK & HENDERSON, Managers 


40th Floor—40 Wall Street, New York 5 
Digby 4-0040 





rom NEW YORK 


GENERAL AGENTS & MANAGERS 


GREETINGS awo.. 





M. L. CAMPS 


General Agent 


nn == _ 
LIFE INSURANCE COMPANY 
OF BouTOm MarsacnussrTs: 


Suite 1701, 110 E. 42nd St., New York 
MUrray Hill 6-4445 











LOUIS REICHERT 


General Agent, Life Dept. 


TRAVELERS INSURANCE COMPANY 
45 JOHN STREET, NEW YORK 
Tel. RE 2-7282 


FRANK S. GROH, Manager 


WHEELER H. KING, C.L.U. 


General Agent 
and 
Associates 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 

342 MADISON AVE. 

MUrray Hill 7-5560 


NEW YORK 17, N. Y. 














RALPH ENGELSMAN 


General Agent 
B 


PENN MUTUAL 
LIFE INSURANCE COMPANY 


11 WEST 42nd STREET NEW YORK 18, N. Y. 
LAckawanna 4-5000 











SAMUEL D. — AGENCY 


General Agent 
S. D. Rosan, Pres. 
H. J. Rosan, V. Pres. 
a 

CONTINENTAL 
ASSURANCE COMPANY 
76 WILLIAM STREET NEW YORK 5, N. Y. 
WHitehall 3-7680 







jie en 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


ARTHUR V. YOUNGMAN 
General Agent 

136 BROADWAY, NEW YORK CITY 
REctor 2-8666 





oiler | 


149 Bre 











CAMPBELL & DEMAREST 


General Agents 


MANHATTAN LIFE INSURANCE 
COMPANY 


Complete Brokerage Service 


JUdson 6-2370 


120 West 57th St. New York 19, N. Y. 





O. A. KREBS 


General Agent 


151 William Street, New York 38 
REctor 2-7900 


AETNA LIFE INSURANCE COMPANY 











JOHN H. EVANS 


Manager 
8 


HOME LIFE INSURANCE COMPANY 
110 WILLIAM ST., NEW YORK 38, N. Y. 
REctor 4-9480 








26 COU 











LAMBERT M. HUPPELER 
AGENCY 


ROBERT L. G. WHITE, Brokerage Manager 
& 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


527—5th AVENUE, NEW YORK 7, N .Y. 
MUrray Hill 7-0800 














THE BRAGG AGENCY 
JAMES ELTON BRAGG, C.L.U. 
General Agent 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


a 
Home Office Agency 


50 UNION SQUARE, NEW YORK 3. N. Y. 
GRamercy 3-2100 
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ATLANTIC CITY 


CONVENTION OF N. A. L. U. 


BEST WISHES! 





THE FRASER AGENCY 
of 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


149 Broadway, N. Y. 6 1440 Broadway, N. Y. 18 
BArclay 7-9300 
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L. W. SECHTMAN 


General Agent 
a 


AETNA LIFE INSURANCE COMPANY 
Lincoln Building 60 East 42nd Street 
New York 
MUrray Hill 2-0200 


BOOKSTAVER AGENCY 





SECURITY MUTUAL LIFE INSURANCE 
500—Sth AVE, NEW YORK 17, N. Y. 
CHickering 8-8330 
BURTON J. BOOKSTAVER, General Agent 




















KRUEGER & DAVIDSON 
AGENCY 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386 Fourth Avenue 
New York 


Harry Krueger, C.L.U. Walter S. Davidson 
General Agents 


DAVID A. CARR AGENCY, 
INC. 


CONTINENTAL ASSURANCE 
COMPANY 


1780 BROADWAY AT 57th STREET 
NEW YORK 19, N. Y. JUdson 6-4660 


Telephone MURRAY HILL 2-4500 
DAVID MARKS, JR., C.L.U. 
General Agents 
g 
NEW ENGLAND MUTUAL 


LIFE INSURANCE COMPANY 
17 E. 42nd STREET NEW YORK 

















THE WEINGARTEN AGENCY 
Lewis E. Weingarten 
General Agent 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


26 COURT STREET BROOKLYN 2, N. Y. 
TRiangle 5-8450 








GEORGE P. SHOEMAKER 
General Agent 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


111 JOHN STREET NEW YORK 38, N. Y. 
WoOrth 44151 








L. I. LESTER 


General Agent 
cc 


MUTUAL TRUST 
LIFE INSURANCE COMPANY 


COrtlandt 7-6030 
45 JOHN STREET NEW YORK CITY 


MITCHELL GOODSTEIN 
Manager Brokerage Dept. 





HAROLD S. SCHLESINGER, C.L.U. 
General Agent 


COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 
50th Anniversary Year 


33 WEST 42 STREET NEW YORK 18, N. Y. 
PEnnsylvania 6-1922 
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THE LEE NASHEM AGENCY 
OF 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


BILL BEERS EMANUEL WINSTON 
Brokerage Manager ‘Director of Training 


MURRAY HILL 5-5087 
110 EAST 42ND STREET NEW YORK 


An Easy Agency to Do Business With 




















DASCIT UNDERWRITERS, INC. 


General Agents 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


Stanley H. Blau 
Associate General Agent 


75 Fulton St., N. Y. 38, N. Y. BEekman 3-1548 
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A home office executive and three general agents of Equitable of Iowa: Newell Day, Davenport; Ray Fuller, vice-president; 
Fred Smart, Detroit, and Walter Canner, New York City. 


Sons of First C.L.U. Class 
Members Get Designation 


Among the 367 candidates who 
received their C.L.U. or C.L.U. as- 
sociate designations at the confer- 
ment and dinner of American Col- 
lege at Atlantic City were sons of 
two members of the first C.L.U 
class in 1928. 

William M. Furey, Berkshire 
Life, Philadelphia, is the son of W, 
Rankin Furey, executive vice-pres- 
ident of Berkshire Life, who re. 
ceived his C.L.U. designation in 
1928. William Spencer, Youngs- 
town, O., is the son of Lisle A, 
Spencer, Equitable Society, 
Youngstown, who also was a 
member of the first class in 1928, 





Preparation Is Key to 
Success, John Todd Says 


Surprise is the enemy of suc- 
cess, John O. Todd, Northwestern 
Mutual, told some 125 graduates 
of the Campus Marketing Insti- 
tutes and guests at a_ breakfast 
Thursday. 

Success in life insurance selling 
depends on a degree of preparation 
which reduces the chance of being 
surprised by the prospect to a 
minimum, he declared. 

Hal Nutt, director of the Pur- 
due school presided. A_ business 
meeting of graduates followed the 
breakfast session. 








GRANT TAGGART 

Life and 1952 Qualifying 

Member. Past Chairman, 
Million Dollar Round Table 
and Past President, NALU. 
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HOME OFFICE SACRAMENTO 





BRYAN C. STANGLE 


Life and 1952 Qualifying 
Member. 





J. J. HALLAHAN 
! 1952 Qualifying Member. ' 


California-Western States Life Insurance Company 











100 Sar 














WIL 


ACACIA 


635 Russ 








RA 


Gene 











3rd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 12, 1952 








SAN FRANCISCO samutee the 63rd Convention of 
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H. KENNETH CASSIDY, C.L.U. 


General Agent 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


DOuglas 2-7700 
660 Market Street San Francisco 5 








ROBERT G. WALL 


Manager 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


EXbrook 2-0082 
582 Market St. San Francisco 4 








Brokerage or Surplus 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


Great-West Life Agency, Inc. 
GEORGE L. TREES, Agency Manager 
EXbrook 2-4264 
333 Montgomery Street, San Francisco 4 








SWETT & CRAWFORD 


Pacific Coast Managers 
UNION MUTUAL LIFE 
INSURANCE COMPANY 


CHARLES H. BIESEL, C.L.U. 
Mgr.—Life Department 


SUtter 1-4400 
100 Sansome Street San Francisco 4 


EDWARD E. KELLER 


Manager 


RELIANCE LIFE INSURANCE CO. 
of Pittsburgh 


DOuglas 2-1834 
105 Montgomery St. San Francisco 4 


MARK BARICHIEVICH 


General Agent 


OCCIDENTAL LIFE INSURANCE CO. 
HARRY FREEMAN, Agency Manager 
DOuglas 2-2912 
625 Market Street — San Francisco 5 








S. C. MARTIN 


General Agent 
NATIONAL LIFE OF VERMONT . 
Telephone 2-1942 
1 Montgomery St. — San Francisco 4 





J. A. BERTRAND 


General Agent 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 
YUkon 2-5366 


210 Post Street San Francisco 


CHARLES S. BROWNING 


Manager 
ERIC W. ASHLEY, Brokerage Supervisor 


THE CANADA LIFE ASSURANCE 
COMPANY 
YUkon 2-4868 


58 Sutter Street San Francisco 4 











WILLIAM H. DUNKAK, C.L.U. 


Manager 
ACACIA MUTUAL LIFE INSURANCE CO. 


YUkon 2-5942 
635 Russ Building San Francisco 4 





D. M. BROVAN — C. D. BROVAN 


Managers 


UNITED BENEFIT LIFE 
INSURANCE CO. 


YUkon 2-4200 
One Eleven Sutter — San Francisco 4 


J. DENNY NELSON 


General Agent 
AETNA LIFE INSURANCE CO. 


Telephone YUkon 2-4040 
220 Montgomery St. — San Francisco 4 











RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


DOuglas 2-7910 








1122 Russ Bldg. San Francisco 4 








W. B. CHRISTENSON 


Branch Manager 
"BING" FRANKLIN, Brokerage Manager 
OCCIDENTAL LIFE INSURANCE 
COMPANY 
DOuglas 2-0817 
300 Montgomery St. San Francisco 4 








F. J. VAN STRALEN, C.L.U. 


General Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


Telephone GArfield 1-3866 
One Eleven Sutter St. San Francisco 4 
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SUB-STANDARD and SPL 


Earl H. Weltz & Company is a separate 
Organization — operating independently of all 
Life Insurance Companies— applying the 
"Lloyd's of London" idea to the Life Insurance 


Business. 


We are not in the employ of any Company 
but represent many Companies as general 
agents. Because of the broad scope of cover- 
age, provided by these Companies collec- 
tively, we are equipped as a Life Insurance 
Clearing House, to furnish to every man in the 
Life Insurance Business no matter where 


located — 


A UNIVERSAL SERVICE 


First Year and Renewal Commissions are paid and pajnteed to yo 





EARL H. WELK « 


LINCOLN LIBERTY BUILDING 





Telephone: Renhouse 6- 
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SRPLUS LIFE INSURANCE 


| 

| 

| ! 

Our specialty is Extra Risk or Sub-Standard | 
Life Insurance. For large cases, either standard | 
or sub-standard, we can supply the surplus | 
amount required beyond your own Company's | 
retention.. We are not in competition with | 
your own Company but we would like to work 
with you on risks which they do not accept — | 


or on surplus. | 


@ 
| 
| 


Each Company we represent has been care- 
fully analyzed and selected on the basis of 
character and proved ability of management, 
financial strength, high earning power and 


sound underwriting. 


. oF to you by the Company issuing the Policy Contract 


JZ & COMPANY 


= | PHILADELPHIA, PA. 


ne: Hehouse 67141 
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provides Lifetime Protection 


Age 65 


after 
1, $10,009 jo premiums tp $1,500.00 


2,985.80 
"yaas5.20 


or 
If protecti 
aia va ection of $10,000 is not needed after 65 


Accumulated Dividends* $ 9,241.00 
Total Cash Value and A 2,985.80 
Total Premiums — 30 aoe ae $12,226.80 
$10,000 Protection for 3 —10293.00 

money back, plus 


¢ 65 
cash Benet cred dividends” 
Plus ace TOTAL 


ed Dividends* 


0 Years and 
$ 1,933.80 

or 
nthly Income with 
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We Hope You are Very Happy 
With Your Present Company 
and Will Stick With ‘Em 


BUT 


If You Have Made Up Your Mind 
To Make a Change 

l WE WOULD LIKE 

TO TELL YOU 

WHAT WE HAVE 


LIFE — ACCIDENT — HEALTH 


GREAT EASTERN MUTUAL 


HOME OFFICE 


Second Floor — Boston Building 
DENVER, COLORADO 
V. L. TICKNER, President 























How Finkbiner Built ‘General Practice’ 


(CONTINUED FROM PAGE 15) 





7. On illustrations and _ corre- 
spondence, use “M.D.” in place of 
doctor wherever possible. They 
prefer the “M.D.” and it shows 
that you know there’s a difference. 

8. When calling on a physician 
a small inconspicuous portfolio is 
plenty to carry with you. Physi- 
cians are constantly being hounded 
by pharmaceutical detail men with 
big bags, filled with samples. I try 
to avoid any confusion, as often 
their nurses and wives are in- 
structed to get rid of these fellows. 

My approach in contacting sons 
of successful fathers follows the 
same pattern as with physicians. 
In contacting these young men, I 
tell them frankly that I am looking 
for career clients and not just pol- 
icyholders. I also tell them that I 
purposely seek out young men in 
tamily business, and that they as 
young men are now formulating 
their career plans and deciding 
with whom they want to deal in 
the future, insurance-wise. I tell 
them that we have our youth in 
common, and that the probabilities 
are that we have a good chance of 
continued counselor-client relation- 
ship because we’re about the same 
age. This idea has helped me many 
times in obtaining clients among 
young men, even though their fa- 
thers have suggested their own 
insurance agents. 


Introduction Technique 


With my young client, I intro- 
duce myself something like this. 
“Mr. Brown, I’m A. C. F. Fink- 
biner, Jr., of the estate planning 
unit of the Northwestern Mutual 
Life Insurance Co. Recently, I had 
an occasion to do quite a bit of 
work for Harry Hill. During one 
of our meetings we got talking 
about fellows we knew who were 
in their fathers’ businesses. He 
mentioned your name and I asked 
if I could use his name in meeting 
you. He told me just a little bit 
about you, and I wanted to stop in 
today to introduce myself and tell 
you something about our estate 
planning service.” 

Then I stop talking and listen. 
I let him talk as much as he will. 
He'll probably reveal that he does- 
n’t know what estate planning is; 
he’s had something like it done 
and he’ll reveal the competition, 
or he’s not interested in estate 
planning because he’s single, or 
has a relative in the business, or 
some other reason. 

At this point, I usually give a 
brief description of what our estate 
planning service involves, like this: 

“Mr. Jones, estate planning as 
we use it involves the setting up 
of all of your assets, insurance, 
social security, bonds, interest in 
a business, savings, your home, in 
such a way that they will best ac- 
complish your objectives whether 
you live, die or get disabled. Frank- 
ly, estate planning at our age level 
involves primarily estate creation, 
as most of our estate is right in 
these shoes. But, call it estate cre- 


ation or planning. ‘t’s the type of 
a plan for financia! iving that puts 
your affairs in order.” 

At this point, I often get, as you 
do, a barrage of the prospect’s 
commitments life insurance-wise, 
This, of course, is the cue that 
Finkbiner has to sell himself. So, 
I say something like this: 


Finkbiner Sells Himself 


“You realize, Mr. Jones, that you 
can buy insurance from nearly 
anyone. You'll have old fraternity 
brothers approach you, members 
of the family, the real estate man 
at the corner, a friend at church, 
Why, they even sell it in slot ma- 
chines at the airport. But my cli- 
ents buy insurance from me, not 
because of convenience, not be- 
cause I’m a fraternity brother, not 
because I’m a neighbor or because 
I’m a member of their church, but 








O. Dale Collins, left, who for many 
years was manager for Equitable Society 
at Wilmington; Earl H. Weltz, head of 
Earl H. Weltz & Co., Philadelphia. 





rather because I offer a financial 
counselling service that puts their 
life insurance in clearer focus than 
they have ever seen it before. I’d 
like to have the opportunity of an- 
alyzing your financial program to 
see if I can offer the type of sug- 
gestions that will overcome any 
obligations that you have to others 
insurance-wise.” 


PRODUCTION FLOW 








In order that my sales procedure 
may be understood, something 
should be said about my activity 
program. By opening new cases 
every week, I maintain a flow of 
production from referred lead to 
client. I know that I must havea 
certain number of cases in each 
stage of development for my 
month to be a success. I set a goal 
every month. I try to sell not less 
than $100,000 in my own company. 
This plus my‘ outside business 
should give me between $1% mil- 
lion and $2 million per year. Strict 
adherence to this pattern of regu- 
larly opening cases results in a 
fairly regulated flow of business. 
I seldom have a jumbo month, so 
too, I rarely have a bad one. 
know that if by the 15th of the 
month I don’t have a number of 
cases in the mill, then I’m off the 
mark and the month is in danger. 
By following this procedure, nor- 
mally after the 15th of the month 
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I’m working on next month’s busi- 
ness. 

In starting these cases through 
the mill, I need referred leads. Ac- 
tually, I have more referred leads 
than I can ever hope to see. In 
getting referred leads to young 
physicians from other physicians 
I can’t miss. Knowing what hos- 
pital my client is affiliated with, I 
take that hospital staff list to his 
ofice. This list has many many 
notations on it, each of my clients’ 
names on the list is circled in red 
with “client” written after it very 
conspicuously. Those that are too 
old for me have the word “age” 
written across their name. Unin- 
surables have the word “health” 
written over their names. Those 
that you other boys have taken 
care of just have a big “x” over 
their names. 


Checks List of Leads 


At the appropriate time when I 
am presenting Dr. X with his pro- 
gram summary and policies, all 
properly endorsed, I start with the 
usual description of how our busi- 
ness is built on referred work, 
much as theirs is. You’ve all used 
a similar lead into a request for 
names. I get him to the point 
where he thinks he’s going to be 
asked for names and at that time 
I reach into my brief case and say 
something like this: 

“One of my problems in working 
at Temple Hospital, Doctor, is to 
keep up-to-date records of the men, 
so that I know which men I’ve 
talked to, which are older and who 
are the newcomers. Naturally, 
most of my work is with the men 
under 40. There are several men 
in obstetrics I’d like to ask you 
about.” At this point the staff list 
is conspicuously on my lap, the 
doctor edges over, he wants to see 
who my clients are. He’s heard I 
have 20 or 30. Doctors are keenly 
interested in what others of their 
profession are doing. I continue: 
“The men I’m interested in are 
these three and (point to their 
names) they’re in O.B. too. I won- 
der whether they’re over 40.” 


Will Answer Readily 


This is a simple question of fact 
that he will probakly answer. Then 
I continue with other simple ques- 
tions. “How long has he been in 
practice? How many children?” 
All this information is noted op- 
posite the name. After the three 
are done, we go on with the list. 
“Are there any men here to whom 
you refer work? Are there any 
here who refer work to you? Is my 
list up to date? What new men 
have come in since this was pub- 
lished?” As we go along, the doc- 
tor realizes he’s referring me to 
these men he’s been talking about, 
he sees other notes on the sheet 
and realizes that it’s the way it’s 
done and loses his: hesitancy. Just 
let us come to a comment opposite 
a name when he becomes a second 
nominator, and he’ll go on at 
great length showing how much 
he knows about the guy. 

By this system I can always get 
a dozen referrals from every client. 


New Jersey lead- 
ers at the N.A.L.U. 
meeting: Theodore 
Petroni, Colonial 
Life, Ventnor, N. J., 
and Bertram 5S. 
Balch, Philadelphia 
Life, Atlantic City, 
vice-president and 
president, respective- 
ly, of the Atlantic 
County association, | 
and Carlton W. Cox, 
Metropolitan Life, 
Paterson, N. J., gen- 
eral chairman of the 
convention personnel 
executive committee. 








On several occasions, doctors who 
are actually housed in the hospital 
in an important position have gone 
through the entire staff lists giving 
me information about additions 
and changes. In every case, I ask 
my doctor client for blanket per- 





mission to use his name in refer- 
ence in meeting doctors associated 
with his hospital. This consists 
merely of stating that I have done 
work for him. This system enables 
me when meeting a new doctor 
never to use just one name in 


reference. It is much more impres- 
sive to be able to refer to a group 
of prominent men in the hospital 
than just to one. 





NAMES OF SONS 





The system of getting names in 
the non-medical group is similar. 
I use the referred lead method in 
prospecting for sons of successful 
fathers. When prospecting, I spe- 
cifically ask, “Do you know any 
young men who are coming along 
in their fathers’ businesses? I mean 
younger men whose fathers or 
families own businesses.” It is sel- 
dom that this idea fails to recall to 
the mind of my client some young 
man who because of this father- 
son tie is a better than average 
prospect. 

The referred lead system natu- 
rally works best in nests. All of us 
at some time or other have found 
so called nests in which we have 

(CONTINUED ON PAGE 26) 




















remained a youthful organization . . . that it has the ability to adapt itself to the ever- 


changing times . . . that it faces the years ahead with assurance and confidence 


e Over 94 years of successful insurance under- 


writing. 


e Assets over $132,000,000 — financial sta- 


bility second to none. 


e@ Over 725 million dollars of life insurance in 


force. 


MONUMENTAL LIFE 


INSURANCE COMPANY 
HOME OFFICE 


CHARLES & CHASE STREETS 





e Every one of our 57 branch managers was 
formerly one of our agents. Our policy of 
promotion from within provides an oppor- 
tunity for men with ability. 


e Our record of accomplishment is a monu- 
ment to our men in 


ee oe 


Mownvumentat LIFE is one of the few life insurance companies 

in the United States whose age is 90 years or more. It has grown from 
modest size to an organization with 57 branch offices located 

in 42 cities throughout 13 States and the District 
Over 94 MA ears of Columbia. Over the years, Monumental 


of growt h Life has always served its policy- 


holders promptly and faithfully. 


and ser vice This record of growth and 


service indicates that although Monumental Life is old in years, it has 


e field. 


e BALTIMORE 
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CHARLES L. J. FEE GENERAL AGENCY 
Charles L. J. Fee, General Agent 


paw «i INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


Cliff Dancer, Brokerage Mgr. 


MAdison 6-5601 
530 W. Sixth St. Los Angeles 14 








WALTER S. PAYNE AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Western Home Office: Los Angeles, Calif. 
Assistant Managers 
Hal E. Rudolph—Ray Minner—Carl W. Kotter 
TUcker 6251 


210 W. 7th Street Los Angeles 14 








THE A. C. KRAUEL AGENCY 
A. C. Krauel, General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
TRinity 9501 


523 West 6th St. Los Angeles 14 








GREETINGS rrom LOS ANGELES 


The General Agents and Managers of a Growing City 














T. R. (BOB) MACAULAY 


General Agent 


STATE MUTUAL LIFE ASSURANCE 
COMPANY 
Telephone TRinity 6439 


530 W. 6th St. Los Angeles 14 
“Specializing in Service to Brokers” 


CHARLES E. CLEETON 
AGENCY 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


Robert B. Ogden, Jr., Associate Gen. Agt. 
530 West Sixth Street Los Angeles 14 


HAMMOND & CRAIG 


General Agents 


AETNA LIFE INSURANCE 
COMPANY 


O’BRIEN SAWYERS, Asst. General Agent 
WALTER A. STREB, Asst. General Agent 
HOLEMAN GRIGSBY, Mgr. Group Dept. 
JOSEPH F. BRADLEY, Agency Supervisor 


810 S. Spring St. Los Angeles 14 








STANLEY J. NEUMAN 
General Agent 
CONTINENTAL ASSURANCE 
COMPANY 
TRinity 6356 
“Agency & Brokerage Service” 

Life sind Non-Cancellable Disability 
510 West Sixth St. Los Angeles 14 


ROY RAY ROBERTS 


General Agent Emeritus 


STATE MUTUAL LIFE ASSURANCE 
~ COMPANY 


WEbster 7284 


5678 Wilshire Blvd. Los Angeles 36 


HOWARD E. NEVONEN 


General Agent 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


MAdison 6-6774 


1105 Wilshire Blvd. Los Angeles 17 








ALBERT L. JASON 


Manager 


_THE PRUDENTIAL INSURANCE 
: COMPANY OF AMERICA 
Assistant Managers 


Herman Haas — Ernest T. Plummer — Joseph Knias 
MAdison 6-8791 


609 South Grand Ave. Los Angeles 17 


J. C. SCHAEFER, C.L.U. 
Agency Manager 
GREAT-WEST AGENCY, INC. 
CALIFORNIA GENERAL AGENTS 


GREAT-WEST LIFE ASSURANCE 
COMPANY 


MAdison 6-8237 


609 South Grand Ave. Los Angeles 17 


W. W. STEWART 


General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


TRinity 0361 


510 West Sixth St. Los Angeles 14 








THE 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


a 
JOHN R. MAGE, C.L.U. 


General Agent 
TRinity 3821 


609 South Grand Ave. Los Angeles 17 





N. J. NELSON 
— MANAGER — 
Southern: California Department 
RELIANCE LIFE INSURANCE 
COMPANY OF PITTSBURGH 


York 1144 


6336 Wilshire Blvd. Los Angeles 36 


ARTHUR E. KRAUS, C.L.U. 


General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 








BRUCE R. GILBERT 
and Associates 
Bruce R. Gilbert, General Agent 
Pacific Mutual Life Insurance Company 


ARizona 9-3709 


Snite 210-215 1007 Broxton Ave. 
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The Life Insurance Fraternity is most cordially invited to open 
house November 13, 1952 to inspect a dream come true in the 
most modern life insurance offices, the 

builders and our 32 years experience could ‘produce. 


THE JOHN W. YATES AGENCY 
John W. Yates and Robt. L. Woods, General Agents 
Massachusetts Mutual Life Insurance Co. 
DUnkirk 1-3181 





2601 Wilshire Blvd. Los Angeles 








THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Mark S. Trueblood, Manager 
Henry E. Belden, Associate Manager 
George Alvord, Brokerage Manager 

Southern California and Arizona 
MAdison 9-3661 


609 S. Grand Ave. Los Angeles 17 








3rd Da 























-d Day 





teed 


wil 


IL 


— 





3rd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 12, 1952 











ro THe NLA. LU. ar ATLANTIC CITY 


Salute the 63rd Annual Meeting of a GROWING ORGANIZATION 
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THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Harold P. Morgan, Ass’t. Gen. Agent—Brokerage Service 
Charles C. Nalle, Ase’t. Gen. Agent—Pension Planning 
Harry S. Watkins, Manager—Agents Training 


MAdison 6-5881 
Suite 512, Statler Center—900 Wilshire Boulevard 
Los Angeles 17 








WALTER STOESSEL 
AND ASSOCIATES 


Ralph L. Chambers James H. Stoessel 
Brokerage Dept. Brokerage Assistant 


- NATIONAL LIFE OF VERMONT 
MAdison 9-1461 


609 S. Grand Ave. Los Angeles 17 








FRED A. McMASTER, C.L.U. 


General Agent 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
1122 Wilshire Boulevard Los Angeles 17 


MAdison 6-4439 











JACK WHITE AGENCY 


Jack White, C.L.U., Manager 
Seott Russell, Tom Kilgore, C.L.U., Jerry Muller, C.L.U., 
Len Elhardt, John Konner, Bob Morris, Bob Creighton 
Assistant Managers 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5657 Wilshire Blvd. Los Angeles 36 
WEbster 3-8211 


William G. Dodd, C.L.U. S. A. Bushell 
WILLIAM DODD, BUSHELL ASSOCIATES 
General Agents 
CROWN LIFE INSURANCE 
COMPANY 


TRinity 2383 
649 South Olive St. Los Angeles 14 


“Specializing in Brokerage’’ 


THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


TRinity 2215 
Eleven Eleven Wilshire Boulevard, Los Angeles 17 














WALTER G. GASTIL 
Manager Southern California 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 
Hartford, Conn. 


Richard A. Balue, Assistant Mgr. 
Don Withrow, Brokerage Mgr. 
Byron D. Williams, Group Mgr. 


601 So. Kingsley Drive Los Angeles 5 


GEORGE A. LANDIS 
State Manager 
THE FRANKLIN LIFE INSURANCE 
‘ COMPANY 
Springfield, Illinois 
MAdison 6-6211 


649 South Olive St. Los Angeles 14 


Richard M. Grosten Agency 
General Agents 


Irving Orland, Brokerage Mgr. 
THE MANHATTAN LIFE 
INSURANCE COMPANY 

of NEW YORK 
Michigan 8228 


215 West 5th St. Los Angeles 13 














UNION MUTUAL LIFE INSURANCE CO. 
— Swett & Crawford — 


Pacifie Coast Managers 


CYRUS G. SHEPARD, Manager 


Life, Accident & Sickness Dept. 
Carl Hensenflow, Asst. Mer. 
John C. Russell, Jr., Group Mer. 


DUnkirk 1-3211 


3450 Wilshire Blvd. Los Angeles 5 


THE E. A. ELLIS AGENCY 


E. A. Ellis, General Agent 
M. E. Thompson, Assistant General Agent 
Joseph F. Tudor, Field Director 
Leslie L. Grubin, Field Director 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 


LEISURE, WERDEN & TERRY 
AGENCY ; 

— “Brokerage Exclusively” — 
OCCIDENTAL LIFE INSURANCE 
COMPANY 
MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 














GEO. N. QUIGLEY, JR., C.L.U. 


Branch Manager 


MANUFACTURERS LIFE INS. CO. 
Ed. Linsenbard, Brokerage Mgr. 


MAdison 9-2556 


609 South Grand Ave. Los Angeles 17 


LLOYD W. HUMMEL 


General Agent 


BANKERS LIFE INSURANCE 
COMPANY OF. NEBRASKA 


MAdison 6-4433 


609 South Grand Ave. Los Angeles 17 


GERALD W. PAGE, C.L.U. 
a : General Agent... 


PROVIDENT MUTUAL LIFE 
INSURANCE COMPANY 


Telephone: Trinity 3151 
530 W. 6th Street Los Angeles 14 














T. G. Murrell W. L. Murrell 
MURRELL BROTHERS 


General Agents 


MUTUAL BENEFIT LIFE INS. CO. 
Dunkirk 8-2121 


600 South Harvard Los Angeles 5 


RICHARD H. THORNE 


Manager 


AMERICAN NATIONAL INSURANCE 
COMPANY 


MAdison 6-4121 


5th Floor, 816 West 5th St. Los Angeles 17 


WILLIAM H. SIEGMUND 


General Agent 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


Vandike 6151 


Suite 701, 609 S. Grand Ave. Los Angeles 17 
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Executives of American United’s Agency Department 
are well supplied with comfortable, well-padded 
swivel chairs. Funny part of it is—they’re rarely in them. 

Come to think of it, it’s not so funny at that. The 
entire sales policy of American United’s Agency 
Department is based on the thinking in the field, and 
the only way to get the feel of the field is to visit 
the folks on the firing line. That’s why the “‘top brass” 
spend more time traveling than they do in their 
swivel chairs. 

This attitude has certainly paid off. It has paid off 
in the enthusiasm of the field (the sales tools are 
practical, usable); it has paid off for clients (better 
service, geared to individual needs); and it has paid off 
for the home office (in new records of GOOD sales). 

American United is 75 years young: The experience 
of three-quarters of a century is coupled with a 
practical, friendly sales policy. 








AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 





































Home-Guard Fits BOTH 


Both to you and to your customers, Home- 
Guard Insurance brings important advantages. 
_ From your viewpoint, there’s a big advantage 
in mortgage loan insurance that is optional with 
each customer. From the eustomer’s standpoint 
it makes real sense to cover the mortgage loan 
with life insurance at such reasonable cost. 

It is entirely logical that Old Republic should 
be the company to develop this improved Mort- 





gage Loan licy. Through the past twenty 
years, Old Republic has become the largest 
company specializing in life insurance on Con- 
sumer Credit, serving over 2,000 finamcial 
institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 
James H. Jarrell, Pres. CHICAGO, ILLINOIS 
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sold several persons within a group 
of associates in a business firm, or 
doctors in one hospital, or neigh- 
bors in one block. We rely on these 
nests. When we’re out of pros- 
pects we can always run to them 
to prospect for newcomers. The 
true art of successful nest opera- 
tion is to have so many of these 
nests that none are worked too 
hard. It’s easy to wear out your 
welcome. They get tired of seeing 
you. It’s nice to be able to walk 
into your nest and have them say, 
“Where have you been?” rather 
than “Are you back again? You 
must have a desk here by now.” 
At the present time I’m working 
about 20 nests. I’m never seen too 
often in any one place. I work 
little campaigns for two or three 
days in a row ina nest until I get 
a new client or two, then drop out 
of sight for a month. This method 
gives my nest a chance to regermi- 
nate and grow ripe for the next 
harvest. 


How to Get a Nest 


How do I go about getting a 
nest? Actually, it’s based on the 
referred lead system. If I am re- 
ferred to a new prospect in an en- 
tirely new firm or hospital and he 
later becomes my client, he is es- 
tablished as my center of influence 
and I try to impress him with my 
counselling and service. He is 
made a sort of a business partner 
with me to assist in helping me to 
hear about and meet his associates 
and to help them in getting a 
chance to hear my story. I take a 
personal interest in him as a per- 
son worthy of knowing well and 
this interest is infectious, and he 
is soon sincerely interested in me 
and my work. From this point on, 
the nest is started. 

He’s soon anxious to have me 
meet the newcomers, anxious to 
be the first to tell me of changes in 
the staff or advancements. As he 
sees me meet and gain new clients, 
I believe that there is a mild sense 
of pride that he was the first client 
I had in the nest, and I remind him 
of it. If I look back over the 20 or 
30 nests I’ve built, most all can be 
traced to one or two key figures. 
They are usually one of my first 
clients in the group. His interest 


in me and willingness to refer me 
to others would only be present 
and will last only as long as I am 
sincerely interested in him. 


Leads from Accountants 


Another system that supplies me 
with referred leads stems from an 
affiliation that I have with a young 
accountant, which leads me to 
young physicians and young men 
in business for themselves. 

During the past two years | 
have been using this young ac- 
countant friend of mine to our 
mutual advantage. After I have 
completed a program for my phy- 
sician clients, I have frequently 
asked them what arrangements 
they have made with respect to the 
preparation of their income taxes, 
If they do not have an accountant 
handling their affairs, I suggest 
the services of my young friend. 
As a result, he has gotten to meet 
many physicians and young men 
in business through my introduc- 
tion. They, in turn, have referred 
him to other physicians and busi- 
ness men who employ his services, 

As a result, he has developed a 
completely new nest of his own, 
many of them in the medical prac- 
tice or in small businesses to which 
I have hitherto not had access. He 
then refers them on to me witha 
statement something like this: 
“Dr. Smith, as part of my income 
tax analysis service, I also work in 
conjunction with A. C. F. Fink- 
biner, Jr., who does estate plan- 
ning. We often work together 
with physicians to provide a com- 
plete estate audit, and while I 
have taken care of your annual 
fiscal problems, I would like to 
suggest that you talk with him 
concerning your longer range es- 
tate planning arrangements.” 

As a result of this activity, I 
have been able to meet a number 
of new physicians who are particu- 
larly receptive to my estate plan- 
ning approach, because it was in- 
itiated by my accountant friend. 

Because my accountant friend 
also does work for a number of 
small businesses, he has helped me 
to meet the owners and small size 
business insurance cases have re- 
sulted. In all cases, he helps me 





Among the com- 
pany organization 
people at the 
N.A.L.U.  conven- 
tion: Robert Crich- 
ton, former insur: 
ance commissioner 
of West Virginia 
and now connected 
with the American 
Life Convention 
Washington staff; 
Robert L. Hogg, ex- 
ecutive vice - presi- 
dent of A.L.C.; and 
H. R. Glenn, asso- 
ciate general counsel 
of Life Insurance 
Assn. of America. 
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meet the client, sells them on the 
idea that I know my stuff and from 
there on gives me a free hand. This 
young man himself is only 28 and 
has over $100,000 of insurance with 


e. 
P ity procedure in developing and 
handling a case from referred lead 
to close and post-sale service is not 
new or different. I get a referred 
Jead. Get to see the prospect in 
person. I use no letters nor mail- 
ings for pre-approach. From the 
time that I first started in the life 
insurance business I’ve held to this 
cardinal principle; that I am most 
effective in front of my prospect 
and my whole procedure is based 
on this premise. Face to face I try 
to motivate an interest in me and 
my estate planning procedure, 
drawing heavily, of course, on the 
prestige of being referred. I get a 
complete history of his family and 
financial situation on a form our 
company provides. I tell him it 
will take about a week to prepare 
an analysis. I ask him to do three 
things to help me in my analysis: 

1. Tell me approximately what 
he would be willing to put into a 
reserve pool if his present program 
does not accomplish his objectives. 

2. Agree that while I’m making 
my analysis he will not begin simi- 
lar negotiations with any other 
firm or individual in similiar work. 

3. Agree to devote at least one 
complete hour to review analysis 
and recommendations that I will 
make. 

After I study the information 


sheet I make a presentation and 
simple set of recommendations. It 
is not a comprehensive outline of 
problems nor solutions. It is simply 
a stimulator and guide to help me 
in my closing interview. It rivets 
his attention to the main points 
and does not hide the issues. The 
degree of extensiveness of my pres- 
entation depends on the individual 
case. But I definitely do not pre- 
pare multipage briefs. The longer 
the brief the more I am encumbered 
in my motivation. 

Material Very Simple 


The presentation material that I 
use is so basic that I hesitate to 
tell you about it. It consists of a 
front sheet with his name on it, a 
page of facts about the North- 
western Mutual. If I’m brokering 
the case because of health or some 
other reason, I put their fact sheet 
in. The next page lists his present 
assets. The next page his estate 
objectives. I then show him two 
graphs, one showing if he dies with 
his present assets as now arranged 
and the other if he dies after he 
has adopted my recommendations. 
The last page is a form type of il- 
lustration for the new insurance 
or new property needed. 

I use company forms entirely 
and they are not elaborate; they 
show what is provided if he dies 
and what he receives if he lives, 


and provisions for the waiver of + 


premium. This allows me to go 
right into my regular close, some- 
(CONTINUED ON PAGE 30) 
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IN BOTH LIFE 





DEPARTMENTS BECAUSE ... 


We are using our popular 4 in 1 PLAN to open and 
close the tough ones—it combines LIFE, ACCIDENT, 
HEALTH & HOSPITAL IN ONE COMPACT 
PACKAGE—Most prospects need ONE or ALL 4— 
Chance for a sale is 4 to 1. 
VESTED RENEWALS FOR BOTH LIFE 
AND A & H 


Wholesale Group ©@ Life © Mortgage Loan 


IS EXPANDING 
AND A&H 








B. Taylor, vice president, 


EXPANSION with us. 
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PLANNED EXPANSION 


Our expansion plans have created exceptional openings for 
several additional regional supervisors. Our supervisors are 
compensated with salary, expenses, and incentive bonuses, re- 
sulting in better income for producers who can qualify. Posi- 
tions open in Missouri, Kansas, Oklahoma, Iowa, Nebraska, 
Minnesota, North and South Dakota. For information write— 


There ARE opportunities with this good growing company. 
Our regional supervisors agree there is a real opportunity for 
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KANSAS City 6, MISSOURI 
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as MEN 
among MILLIONS 


Pacific Mutual salutes you, Officers and Members 
of the National Association of Life Underwriters, 
for your long-continuing and constructive contri- 
bution to the progress of Life Insurance. 


As representative of the outstanding “Men among 
Millions” who comprise your Million Dollar Round 
Table membership, Pacific Mutual nominates — 


CHESTER ASHFORD, McFarland, California: 
Life and Qualifying Member M.D.R.T.; President Pacific Mutual 
Big Tree Club, and National Production Champion 1952. 


R. EARL DENMAN, Cincinnati, Ohio: 
Life and Qualifying Member M.D.R.T.; Vice President Pacific 
Mutual Big Tree Club; National Production Champion 
1932, 1937, 1940, 1942, 1945, 1946, 1949, 1950, 1951. 


ROBERT A. BROWN, Los Angeles, California: 
Life Member and Past Chairman M.D.R.T.; 
Pacific Mutual National Production Champion 1925, 
1926, 1929, 1930, 1931, 1936. 


ABRAM L. GELLER, Houston, Texas: 
Life Member M.D.R.T.; 
Pacific Mutual National Production Champion 1934, 1943. 


EUGENE I. RAPPAPORT, C.L.U., Chicago, Illinois: 
General Agent; Life Member M.D.R.T. 


E. WALTER ALBACHTEN, Detroit, Michigan: 
General Agent; Qualifying Member M.D.R.T. 


@ {J} 
Pacific 
Mutucl 


LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIF. 


Doing business through General Agencies 
in 41 states and the District of Columbia 
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THE MACCABEES 


Metrcpolitan Agency 


60 EAST 42nd ST. NEW YORK CITY 


MU 2-1630 








rom NEW YORK 


GENERAL AGENTS & MANAGERS 


GREETINGS anv... 





EDWIN J. ALLEN 
HAROLD G. PRATT 


General Agents 


JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


225 BROADWAY 
NEW YORK, N. Y. 


BArclay 7-1070 



































RUSSELL E. LARKIN 


Manager 


CONNECTICUT GENERAL LIFE 
INSURANCE CO. OF HARTFORD 
225 BROADWAY, N. Y. 7, N. Y. 
REctor 2-6633 




















JOS. D. — AGENCY 
INC. 


THE TRAVELERS INSURANCE CO. 
Guaranteed Low Cost Life Insurance 


Saul Rosenstein M. Goldstein 
Manager Assoc. Manager 


110 William St. — WO 2-5800 





























THE JULIUS M. EISENDRATH 
AGENCY 


THE GUARDIAN 
LIFE INSURANCE COMPANY 


1800 Empire State Building 
New York 1 
CHickering 4-4400 




















WM. L. Perrin & Hon, Ine. 


General Agents and Underwriters 


CONTINENTAL ASSURANCE 
COMPANY 


Perrin Building 


75 Maiden Lane New York 38, N. Y. 


“A Friendly Office” 








THE SCHMIDT AGENCY bf 
a 
LIF 
NEW ENGLAND MUTUAL 
217 Broadway 
New York Newark 
WOrth 4-3800 Market 2 
JA 
TH 
: | 
A. J. JOHANNSEN and ASSOCIATES 
NORTHWESTERN MUTUAL LIFE 4 WILLI 
INSURANCE COMPANY 
74 Trinity Place 136 Greenwich St. 
New York Hempsted, N. Y. 
C. W. SABIN, Manager TH 
THE JOHN STREET AGENCY F 
CONNECTICUT GENERAL LIFE ; 
INSURANCE COMPANY 
ARTHUR 


55 JOHN STREET NEW YORK 38, N. Y. 
WOrth 4-6060 
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0 ATLANTIC CITY 


CONVENTION OF N. A. L. U. 


BEST WISHES! 
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BERKSHIRE 
LIFE INSURANCE COMPANY 


921 Bergen Avenue 
Jersey City 6, N. Y. 
Jersey City 
JOurnal Sq. 41724 
New York 
REctor 2-4540 


Newark 
MArket 2-2242 











HOEY AND ELLISON LIFE 
AGENCY INC. 


WALTER W. CANNER, President 


EQUITABLE LIFE INSURANCE CO. 


OF IOWA 
118 William St., 38, N. Y. BA 7-4800 
129 Church St., New Haven 8-4114 




















JAMES F. MacGRATH, JR. 


General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 38 


HAnover 2-7865 








ROSWELL W. CORWIN, C.L.U. 


General Agents 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


150 BROADWAY NEW YORK 38, N. Y. 
BEekman 3-6620 























THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
of Philadelphia 


ARTHUR L. SULLIVAN 
General Agent 


EDWARD J. EMMET 
Supervisor 


1107 William Street New York 38, N. Y. 
WHitehall 4-5926 














THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
a 


THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York 7, N. Y. 


CHARLES N. BARTON, Pres. 
PAUL S. RANCK, Ch. of Bd. & Treas. 
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Loads of Success to N.A.L.U. in 1952 
HAROLD N. SLOANE, C.L.U. GEN. AGT. 


Gruber Lynch & Sloane 
CONTINENTAL ASSURANCE 


111 JOHN STREET NEW YORK 38, N. Y. 
BEekman 3-4545 








20 Years of Service to Brokers 


DAVID T. HERSCH 


General Agent 





SECURITY MUTUAL LIFE 
INSURANCE COMPANY 


15 East 40th Street New York 16, N. Y. 
ORegon 9-3533 








RAYMOND F. THORNE, C.L.U. 


General Agent 
B 


Over 100 Years of Security and Service 


BERKSHIRE LIFE INSURANCE CO.. 


225 BROADWAY N. Y. 7, N. ¥. 
Phone: BAreclay 7-3836 











WILLIAM A. ARNOLD, Il 


General Agent 





——_" 
MUTUALJZLIFB INSURANCE COMPANY 
#0STOM, massacuusETTS 


161 William Street, New York 38, N. ¥. 
WO 4.2367 


HOWARD D. FONZ, Brokerage Manager 











30 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 12, 1952 


3rd Day 











Finkbiner Builds 
‘General Practice’ 


(CONTINUED FROM PAGE 27) 





thing like this: “Bill, the recom- 
mendations I’ve made to you were 
formulated only after a careful 
study of all the factors involved in 
your estate. In my opinion, they 
constitute the best way you can ac- 
complish your objectives whether 
you live, die or get disabled.” 
This simple presentation I’ve 
just recounted has never sold any 
life insurance. I don’t believe that 


any illustration actually sells life 
insurance. No matter how we try 
to dodge it, it’s still the idea that 
sells. They’re the motivators, not 
the graphs nor the charts. If 
you can just ferret out that one 
idea in the sale that penetrates 
your client’s complacent thinking 
and makes him want to take action 
it is more effective than a ton of 
illustrations and procedure. 
Several weeks ago I was in a 
young man’s living room trying to 
convince him and his wife that 
they ought to add another $10,000 
to their program. He had bought 
$20,000 from me two years ago on 





Home Friendly Insurance Company 


OF MARYLAND 











68 Years of Progress 


Industrial and Ordinary Life Insurance 








his father’s insistence, and after 
four years of marriage had no chil- 
dren. I tried everything to find the 
motivating idea which would stir 
him to action, but try after try 
nothing seemed to work. Finally 
I found it. His father had just had 
a heart attack and was confined to 
bed at home. I said something like 
this: “Bill, that last insurance you 
bought was really your father’s do- 
ing; he should have gotten the 
commission. You know, I was just 
thinking. You’ve never really done 
anything like this on your own. 
Wouldn’t it be a wonderful thing 
if you could go to your sick father 
tomorrow and say, ‘Dad, I bought 
some more life insurance last 
night.’ What a feeling of confi- 
dence that would give him to know 
that you have evidenced the re- 
sponsibility and business sense 
that he has shown in his own life. 
Nothing that you could do would 
show your colors more graciously.” 
The idea clicked and from that 
point on it took less than five min- 
utes to complete the sale. 


Wealthy-Father Objector 


How often we meet the man who 
says his parents have money and 
is counting on it for his family’s 
security. They’re hard to sell un- 
less we ferret out the idea that will 
move them. I’ve moved several by 
describing the distasteful position 
his widow will be in when his fam- 
ily’s money is left to his children. 
She will more than likely be the 
mother of well-to-do youngsters 
trying to eke out an existence on 
the “fringe income” and pickings 
that won’t be missed in her ac- 
counting as guardian. This idea is 
repugnant enough to make the 
prospect provide insurance income 
to his wife that he never realized 
she needed. 

Consider also the man who is 
marrying a second time. Recently 
I closed on the idea that he should 
leave an amount of life insurance 
equal to his present estate to the 
children of his first marriage. Yes, 
it’s the idea that sells, and unless 
we probe to find it we’ll often miss 
our sale. 

Often my closing interview is 





GREETINGS TO THE ATLANTIC CITY CONVENTION 
FROM NEWARK GENERAL AGENTS AND MANAGERS 





9 Clinton St. Newark 


J. BRUCE MacWHINNEY 


General Agent for New Jersey 


FE INSURANCE COMPANY 
er BOSTON. MassAcnUSETTS 


MArket 3-2610 Newark 2, N. 


WILLIAM H. FOREMAN 


New Jersey Agency 


Mutual Benefit Life Ins. Co. 
744 Broad St. 


Manager 


of 


Tel. Mit 2-6100 
J. Room 1001 





General Agent 


1186 Raymond Commerce Bldg. 





C. VERNON BOWES 


BOWES and JOSEPH 
New England Mutual Life 
Insurance Company 


Newark 2 





WILLIAM R. BEARDSLEE AGENCY 


L. E. Groell, Brokerage Manager 
LINCOLN NATIONAL LIFE INS. CO. 


Raymond Commerce Bldg. 


Newark 2, N. J. 
MArket 3-2930 








at my prospect’s home in the eye. 
ning. I’ve probably met once o; 
twice before with my prospect at 
his office. An information shee 
has been completed and there | 
am about to try to close the deal, 
She’s never secn me before, she 
can’t even pronounce “Finkbiner,” 
and she’s a little upset that her 
husband asked me to come to their 
home. The children are just on the 
way to bed and the dinner dishes 
are still stacked. That’s the at. 
mosphere that often greets me 
when I arrive. How can we make 
this evening have wife appeal? 
The Ladies’ Home Journal has 
long championed the phrase, 
“Never underestimate the power 
of a woman” and I certainly don't, 
I’ve got to get her on my side. 


Concentrate on Wife 


Attention must be paid to her 
from the moment she enters the 
room, aside from ordinary gentle. 
manly courteousness, I direct my 
initial conversation to her interests 
about her children and her home 








From Equitable of Iowa, Mrs. Ceil K. 
Sweid of the New York City agency and 
Mrs. Fred Smart, wife of the Detroit 
general agent. 





and my children and my home. 
When it’s time to get down to 
business, I start like this, “Well, 
Mrs. Roth, how much has Bill told 
you about the type of work we 
do?” She'll then show her hand. 
“Well, Mrs. Roth,” I continue, “I'll 
try to make this as painless as 
possible for you, but we found 
that Bill can’t devote the time that 
he should to this in the office be- 
cause of all the interruptions and 
besides he wanted you to hear 
some of it, too.” Then, I summar- 
ize the type of work I do. I re 
count what Bill and I had talked 
about at the fact finding interview 
and wken we get to the minimum 
requirements, I specifically ask 
her how she feels about them. 

At this point, I frequently am 
met with the wife saying how she 
worked and made $300 a month 
before she married and that if Bill 
died she’d do the same thing. This 
is a real challenge in programming 
and simplified estate planning 
sales. 

There is no quick reply or an- 
swer to this menace to your sale. 
After all, she’s felt this way for 
years and you can’t change her 
mind in two minues. I generally 
start hy saying something like 
this. “It’s certainly fine that you 
had that training; I wish my wife 
did, and there’s no reason why you 
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jolks shouldn’t count on it for 
your security. However, if it were 
‘ust for Mrs. Roth that we were 
planning, I wouldn’t be here to- 
night. We must not only think 
about you, but what is more im- 
portant, the children. If it were 
just for you, we wouldn’t need to 
be concerned. After Bill’s death 
you could shift for yourself just 
as you say. Widows can always 
remarry or work. 


MIGHTN'T SURVIVE 








“But what assurance have we 
that you'll survive your husband 
and even be around to work? 
Actually, you may die before or 
after your husband. Even if you 
do survive you may not be able to 
work because of illness. Then 
where will the income come from? 
Remember, too, that we are in 
pretty good times now but the 
time may come again as in the de- 
pression when women were turned 
out of posittons to make way for 
men. Yes, we're right in hoping 
that you can supplement Bill’s 
estate by working, but it’s wrong 
for us to count on it. It’s right 
for us to assume that you would 
work, but isn’t it wise for us to 
build a floor of security and income 
through which you can _ never 
fall?” 

In July 1950, I completed a pro- 
gram for a physician, age 35, using 
the same procedure that I’ve just 
described to you. It involved two 
visits to his office and the closing 
interview was with his wife in 
the evening at their home. Their 
income picture was not too good. 
He had only recently been ad- 
vanced in the hospital where he 
was a full-time staff physician. 
However, they decided to put the 
$26,000 of insurance that I was 
recommending in force. The policy 
was issued and settlement options 
on all his insurance tied the pro- 
gram together to fit the pattern 
of his recently designed estate ob- 
jectives. I made an appointment 
for him with an attorney and ac- 
companied him for the preparation 
of a will and guardianship arrange- 
ment for his children. 


The Real Test 


About a year ago, another client 
of mine at the hospital called me to 
tell me that my client had died 
that morning while having break- 
fast. Eleven months before, he 
had been in the eyes of my com- 
pany a preferred risk. To those 
of you who have had this experi- 
ence before, you know how you 
tush to your file to examine the 
settlement options, to look at the 
total income figures on your 
graph, to look at the medical card 
in fear that some information was 
withheld. This is the moment dur- 
ing which you place yourself on 
trial, examining your efficiency, 
matching the actual income avail- 
able with what you’ve quoted. 
This is the real test of whether 
you’ve been paid for services ren- 
dered or services bungled. 


Often we design these programs 


thinking we’ll never be put to this 
test, thinking this guy won’t die 
until he’s 70, but actually, as we 
in our qualification for the Round 
Table build up our exposure, this 
type of early death claim is going 
to occur more and more frequent- 
ly. The ironic part about it is that 
my company knew by actuarial 
calculation that they were going 
to have this claim. They just 
didn’t know whose name would be 
on it. 

I have always feared that in 
my efforts to produce a larger vol- 
ume of business, that I would get 
lost in a routine and procedure 
that would crank out sold cases 
rather than well thought-out pro- 
grams with clients who look to me 
as their estate planning counselor. 
This case has reassured me that 
I’m not just cranking out the vol- 
ume. 

The staff members of the hos- 
pital have been able to witness 
this life insurance program in ac- 






tion and many have spoken to 
me in deep seriousness that they 
hadn't realized what it meant to 


have post-mortem service and 
counselling guaranteed to the 
widow. Because I handled this 


client’s program, it has opened a 
new door of life to his wife and 
children. It has opened nearly 
every door in that hospital to me 
and has opened my mind to the 
true meaning of our work. 


The operation of a general prac- 
tice in life insurance takes us not 
only from referred lead to client, 
but from referred lead to post- 
mortem service. Physicians: in 
treating their patients for an ill- 
ness have a word that denotes 
that the patient will not recover. 
They call it “terminal.” Actually, 
each and every program or estate 
plan that we work on in our gen- 
eral practice is “terminal”; we 
know he is going to die. It’s just 
a question of when. The unusual 
part about the terminal aspect of 


our estate plans is the fact that 
we can still do something about 
it, we can still put our client in a 
better position before the terminal 
date. Our greatest act is enhanc- 
ing our client’s financial position 
before the date that his estate 
plan becomes “terminal.” 





David Marks, Jr., general agent 
of New England Mutual Life at 
New York City, is on hand, taking 
time out from a strenuous produc- 
tion pace which he expects will 
result in bettering his best previ- 
ous record of $7 million personal 
production which he paid for in 
1943. For 10 years he has aver- 
aged at least $5 million a year, ex- 
clusive of group insurance, annui- 
ties and term. His agency is also 
enjoying its best year and seven 
of his agents will top the million 
dollar mark in paid business this 
year while the agency will reach 
the $100 million in force mark 
next month. 
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TO ALL AMERICANS 


Life Insurance offers freedom to a people 
who believe in freedom. 


To the breadwinner, freedom from 
worry ... To the widow and her chil- 
dren, freedom from want... To the 
aged, freedom from dependency ... 
And to all Americans, it offers se- 
curity without sacrificing individual 
liberty and freedom. 


Yours is an important message! 
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Tells How Reinsurance Helps Agents 


(CONTINUED FROM PAGE 9) 





might influence the decision of the 
reinsurer to accept or reject the 
risk. 

Since the original writing com- 
pany does this, the reinsurer acts 
also with utmost good faith and 
agrees to pay when the original 
company pays. To demonstrate 
how all-prevailing this principle of 
good faith is in the business, you 
need only look through the cita- 
tions in the law books to see that 
there are few cases of litigation 
growing out of the life reinsurance 
business. Most of the cases cited in 
the law books have to do with fire 
and casualty or marine reinsurance. 

There is, in addition, in most life 
reinsurance contracts a provision 
setting forth that desputes will be 
arbitrated, but there are very few 
cases of arbitration of life reinsur- 
ance disputes. In my experience, 
covering a period of many, many 
years, there has seldom been a case 
litigated, and seldom has a dispute 
had to go to arbitration. I will say, 
however, that there have been cases 
where it could be alleged that the 
practice of utmost good faith had 
not been conscientiously followed. 





LINCOLN’S ENTRY 





May I now say something to you, 
with great humbleness, about how 
the Lincoln happens to be in the 
reinsurance business. You may be 
wondering how and why we hap- 
pened to develop a_ reinsurance 
business. If you can put your hands 
on an old “Best’s Reports” for 
1915, 1916, or 1917 and will thumb 
through it, you will find some inter- 
esting things. The retention limits 
of the companies in those days 
were very small. The New York 
Life at that time had the largest 
retention of any of the large mutual 
companies; however, they would 
accumulate that retention over a 
period of three years. 

Many very well established and 
substantial compaines stated that 
they issued and retained $25,000 to 
$50,000. They had no arrangements 
for reinsurance whatsoever. The 
facilities for obtaining reinsurance 


in that era weer quite limited. The 
business that was reinsured was 
handled largely by an interchange 
of risks through pools. By that | 
mean that three or four companies 
would get together and agree to 
exchange their excess. standard 
business. 


Not Always Satisfactory 


These arrangements did not al- 
ways work out satisfactorily. There 
was constant bickering as to what 
constituted a standard risk. There 
were questions as to whether or 
not agency confidences had been 
violated. Sometimes companies in 
the pool were accused of using 
information to their advantage. 
Apart from these pool arrange- 
ments the companies that were 
active in the reinsurance field were 
largely German companies. They 
were the market in this period for 
life reinsurance. 


Old-Time Reinsurers 


You will find listed in “Best's” 
for 1915, 1916 and 1917 the First 
Reinsurance of Hartford. This was 
a company controlled by the Ger- 
man company, the Munich Reinsur- 
ance. You will find mentioned the 
Prussian and the Mercury, which 
were German companies. The nar- 
rative report says that they con- 
ducted exclusively a_ reinsurance 
business in the United States. In 
addition to these pools and these 
German companies there was one 
domestic, or American company do- 
ing a substantial reinsurance busi- 
ness. This was the Pittsburgh Life 
&| Trust. This company started in 
1910 to write yearly renewable term 
reinsurance for many of the small 
middle-western companies. 

This is what happened in the 
spring of 1917. When the United 
States became involved in World 
War I the German companies were 
taken over by the government. The 
business which they had in force, 
because of their inability to re 
spond, was transferred to the Met- 
ropolitan, and the Metropolitan 
started in the life reinsurance busi- 
ness. The second thing that hap- 
pened was this: the Pittsburgh 











LET’S FACE IT! 


YOU NEED GREATER 
PREMIUM INCOME TODAY! 


Pacific National Offers top commission 
policies that have the sales appeal to increase your 
income . . . Do your policies have sales appeal? 


Write Ken Cring Today about the sales opportunities 
and General Agency openings available with . . . 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 East South Temple — Salt Lake City, Utah 
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Life & Trust failed. It failed be- 
cause of inside manipulations. This 
was one of the most fantastic man- 
jpulations which has ever occur- 
red in the life insurance business 
in this country. 

These two things, coming to- 
gether, disrupted the life reinsur- 
ance market in this country. One 
of the small companies, with which 
I was connected at that time, was 
in great peril because it had a large 
life policy reinsured with the Pitts- 
burgh Life (& Trust. If a claim 
had occurred and the Pittsburgh 
Life & Trust had not been rein- 
sured, that small company would 
have been “hanging on the ropes.” 
The Lincoln, at the spring meeting 
of the Medical Section of the Amer- 
ican Life Convention in 1917, an- 
nounced that it was going to take 
the place in the reinsurance market 
of the German companies and the 
Pittsburgh Life & Trust. This was 
a bold and courageous announce- 
ment for a small middle-western 
company. It was an event which 
marked a milestone in the growth 
and development of our organiza- 
tion. 


Started in Marine 


When you talk about reinsurance 
and why any one of those now en- 
gaged in it happened to get into 
the business you wonder how re- 
insurance in any form got started. 
There are no authentic records evi- 
dencing’ the beginnings of such 
transactions. It undoubtedly start- 
ed in the marine insurance field a 
few hundred years ago, The re- 
quirements of coverage for hull and 
cargo were probably large. Some- 
one though of this device of break- 
ing up the risk so that coverage 
could be secured. 

May I back-track from the field 
of speculation to the Pittsburgh 
Life & Trust. There was one fea- 
ture of their operation upon which 
I would like to make further com- 
ment. They did one very revolu- 
tionary thing. The thing they did 
had a tremendous impact upon the 


life reinsurance business in this 
country. I said that the character- 
istic of the business which was 
most significant was the practice 
of strict good faith. The test of 
this good faith in the life reinsur- 
ance field for a long time had been 
the practice of requiring the orig- 
inal company to accept its full 
limit of retention. This was a re- 
quirement in reinsurance transac- 
tions which had been rigidly ad- 
hered to in pool operations and by 
the German companies. 


BROKE TRADITION 


To illustrate: If the North Pole 
Life of Oshkosh wished to reinsure 
a risk and its retention was $5,000, 
it had to assume $5,000 of the risk 
before the pool or the German com- 
panies would take any part of the 
business. The Pittsburgh Life & 
Trust broke with this practice. It 
assumed business where the orig- 
inal company retained no part of its 
retention. I don’t know how they 
happened to do this, but I think it 
safe to assume it grew from this 
experience. The Pittsburgh Life & 
Trust along about 1906 had taken 
over an old Pennsylvania company, 
the Security Trust & Life. 

This company had for years been 
a “dumping ground” for impaired 
risks. Agents of other companies 
had made a practice of submitting 
to this company for consideration 
business which their own company 
would not accept. The officers of 
the Pittsburgh Life & Trust, some 
of whom had been with this Penn- 
sylvania company, concluded that 
if they could take substandard bus- 
iness from the agents of other com- 
panies and have a satisfactory 
experience they could also take 
business by way of reinsurance 
which was not acceptable to the 
original company. You can see the 
result of such a practice. It ex- 
panded the market for reinsurance, 
because business which was not 


satisfactory to the medical depart- 
(CONTINUED ON PAGE 36) 
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CONGRATULATIONS 
To The N. A. L. U. 


On Its Accomplishments of the Past Year. 


The Philadelphia Life extends warm greetings to 
all N.A.L.U. Conventioneers and points with pleasure 
to the achievements of the Association during the year 
just past. 
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Constitution Life Insurance 
Company 


now operating in 


CALIFORNIA OREGON WASHINGTON 
ARIZONA NEVADA UTAH 
IDAHO COLORADO NEW MEXICO 
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WYOMING OKLAHOMA 
TERRITORY OF HAWAII 
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e LIFE INSURANCE 
and 


e DISABILITY INSURANCE 


Modern, streamlined policies with lots of 
sales appeal and most liberal agency con- 
tracts with non-forfeitable renewals. 


Please communicate with us if you are in- 
terested in making more money in the in- 
surance business. 


Write or See 


ROSS BOHANNON, President 


Vonstitution Life Insurance Company 


134 SOUTH VERMONT AVE., LOS ANGELES 5, CALIFORNIA 
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Life Insurance Has Magic Qualities 


(CONTINUED FROM PAGE 6) 
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people may think this is an impos- 
sible thing but it isn’t and I have 
had enough men, and new ones, 
too, who have followed this method 
to know that it will work. 

“As a track upon which to run, 
we use what we call a balance 
sheet, and in order to accumulate 
the data for this sheet, we follow a 
definite verbatim procedure that is 
guaranteed to produce exact re- 
sults. The choice of words, of 
course, is most important. For in- 
stance, ‘level’ and ‘flat?’ mean the 
same thing but if you want to tell 
a man he is level-headed, you just 
can’t use the word, flat. 

“In making up a brief for a pros- 
pect, we work on what we call the 
20% rule which means we try to 
get every prospect to lay aside 
20% of his gross annual income as 
a minimum premium. You will 
find by actually working this out 
that even that amount will only 
produce half the amount necessary 
to do as complete a job as he 
wants. 


Provide Reasonable Income 


“In our office we believe in writ- 
ing up a man’s case so that he is 
provided with a reasonable month- 
ly income at an age when he needs 
it. To this contract we add family 
maintenance where greater protec- 
tion is needed in case of death. We 
believe in stock rebuttals, stock 
answers and have them committed 
also, so we do not have to fish 
around for the proper replies. The 
whole system of knowing your 
sales talk and your replies ver- 
batim gives one confidence and 
permits one to talk with finesse.” 

To illustrate the subject of his 
remarks, Mr. Metheny recalled 
three cases he had sold in which 
life insurance had been “magic” 
for beneficiaries. “In this case,” 
he said, “it developed that the man 
needed $200 a month at age 60 and 
if he died within the next 20 years, 
his wife would need at least $200 
a month. He took exactly that con- 
tract with a premium of $1,532.40 
per year. Exactly one month af- 
ter the second year’s premium had 
been paid, he died as a result of 
an accident in his home. His widow 
today is receiving $224 a month 
because he had accidental death 
benefits. At the end of 20 years 
there will be $47,000 in cash to be 
used as needed by his widow who 
will then be 59 years old. Where 
else except in life insurance could 
a little over $3,000 have been saved 
and could have produced such 
marvelous results on a guaranteed 
basis free from the necessity of 
supervision or reinvestment and 
with such tax advantages? 


Case of Young Minister 


“Case 2 was a young minister. 
A brief was presented and both 
husband and wife liked the pro- 
posal which was for $100 income 
to the pastor at age 65, with 20 


year family maintenance that 
would pay $100 per month to the 
widow for 20 years, then $10,000 
at the end of that 20 years if the 
husband’s death should occur with- 
in 20 years from the date of issue 
of the policy. Also, an educational 
contract for $2,500 at age 18 with 
payor insurance was included in 
the setup. The wife, however, said 
the premiums required were far 
too much and that they could only 
take half the amount. I told her J 
had had a number of arguments 
with wives, regarding the idea 
that premiums were too high but 
that I had never had to argue with 
a widow—a widow always found 
there was not nearly enough to 
take care of the situation. Never- 
theless, the interview resulted in 
an educational endowment at age 
18 being placed on the child and 
an income for life at age 60 for $50 
per month with $50 per month, 20 
year family maintenance attached, 


Accident Death Benefit 


“This contract also shad acci- 
dental death benefits included, 
This man had an ordinary contract 
for $2,000 with accidental death 
benefits attached. He also had a 
$5,000 accident policy. Three years 
after the issuance of this income 
for life contract as described above, 
this man was attending a church 
convention of young people and 
went swimming with several others 
and in the act of trying to rescue 
one member of the party who had 
gotten out beyond his depth, both 
were drowned. In the process of 
settling this claim, the widow said 
to me, ‘I was rather rude to you, 
wasn’t I.’ I assured her that I 
realized at the time that she did 
not mean to be rude but that I 
knew what she had said was very 
foolish. Of course, it is no trick at 
all to realize that we have made a 
mistake after it has been done. 
Right at this point we should stop 
and make ourselves realize that we 
should be more insistent sometimes 
in refusing to accept NO for an 
answer. 


Successful Manufacturer 


“Case 3 is about a man who 25 
years ago was a successful manu- 
facturer. I secured a balance sheet 
from him and it was a beauty. He 
had plenty of money and no life 
insurance. He was the type who 
scoffed at life insurance as had his 
father before him. I told him that 
if his business would always be as 
successful as he thought it would 
be that $200 per month income for 
life at age 55 would be peanuts, 
but that if, perchance, his business 
went hay-wire this income contract 
would be a Godsend. I finally per- 
suaded him to provide a guaran- 
teed monthly income of $200 to 
himself at age 55 so that he would 
have enough to take care of tips, 
little gifts to his kids or his grand- 
children if he ever had any. He 


laughed and said that he liked me 
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and would take the insurance al- 
though he thought it was the craz- 
jest thing he had ever done. 


Discounting Premiums 


“When I came back to deliver 
the contract, I conceived the idea 
of trying to get him to discount his 
premiums all the way through to 
age 55. The discount rate was 3% 
and the company would discount 
as many years as the policyholder 
desired. In this case the annual 
premium for $200 income for life 
at age 55 was $1,100. The first 
years premium plus the 24 years 
discounted premiums amounted to 
around $22,000. I showed him that 
he was not spending anything at 
all and that by merely putting this 
money with our company instead 
of the Second National bank, he 
immediately created a $20,000 es- 
tate plus the unearned discounted 
premiums in event of his death. 
I told him that the discounted 
premiums, unearned, and cash val- 
ues were always available at his 
demand; that if he reached age 55 
and began to draw his $200 per 
month that he had the equivalent 
of $80,000 worth of bonds, paying 
a guaranteed rate of 3%; that he 
would receive his check every 
month for life, no coupons to clip, 
deposit and wait for their return 
accounting; an estate that would 
require no reinvestment, no super- 
vision and had tax advantages. 


Business Went to Wall 


“Twenty-three years after this 
contract was placed, this man’s 
business went completely to the 
wall. 

“Reserves, buildings, equipment, 
etc., were absorbed in the deal and 
he was left with exactly nothing 
but his life insurance. When he 
came to me about drawing upon 
his insurance, I again ‘persuaded’ 
him to take a job at a livable wage, 
at least for two years until his in- 
surance would begin to give him 
$200 per month. This he did. At 
the present time he is living on the 
insurance that 20 years ago I had 
told him would either be peanuts 
or a Godsend. I’ll let you decide 
which it now is because he is get- 
ting that $200 every month right 
now. But he isn’t doing a lot of 
tipping nor gift-giving, which was 
one of the strong reasons 26 years 
ago for his having taken this ‘hor- 
rible thing called life insurance’ on 
an income for life basis. He told 
me not so long ago that he was 
glad he liked me 26 years ago and 
I am glad, too. 

“There just isn’t anything as 
magic as life insurance,” Mr. Meth- 
eny concluded. We are the per- 
formers, and we are performing on 
anh enormous stage. Let’s realize 
this fully and play our parts inces- 
santly and thoroughly so we will 
each one of us be the best.” 


Edward C. Schroder, New York 
Life, Appleton, Wis., made a fast 
motor trip to Atlantic City, leav- 
ing Appleton at 4 am. Saturday 
and arriving at Atlantic City early 


S . 
J unday evening. 


Agent Needs to 
Paint Pictures 


(CONTINUED FROM PAGE 8) 


My mother has a cousin—one of 
the finest women in the world—a 
brilliant politician in her own right 
when she was young, and now the 
widow of one of Syracuse’s leading 
lawyers. She lives in one room 
with a few good pictures and lots 
of books, all that remains of one 
of the city’s most pretentious 
homes. A short time ago she said 
to me, “Della, one little $50 a 
month annuity is all I have to de- 
pend upon for the rest of my life. 
All that I have!” It’s rather hard, 
isn’t it, to make a young girl with 
red sandals on her feet and arti- 
ficial flowers at her throat realize 
the picture that lies behind those 
words: “All that I have!” But 
that’s our job, and we have to be 
artists about it. Life insurance 
agents are seldom mistaken for 
artists, I’ll admit, but we really are 
artists. We paint with verbal 
brushes, and our colors need to 
be strong, vivid and startling. 


Gumption—You Have to Have It 


The finger-painting that children 
do is not good enough for us who 
are life underwriters. We need to 
paint pictures which speak to the 
human heart without need of in- 
terpretation. 

“Gumption!” You can’t be in 
this business unless you have it! 
But the gumption has to be chan- 
neled through, like the mountain 
torrent that is harnessed to pro- 
duce maximum power, or like 
God’s_ love, which needs that 
human heart to give it creative 
expression. 


Demi-Tasse Hour 

As part of promoting a closer 
relationship between the women 
underwriters group of N.A.L.U. 
and the Women’s Quarter-Million 
Dollar Round Table, the latter was 
host at a “demi-tasse” hour at 11 
a.m. Tuesday on the Haddon Hall 
porch. Mrs. Lillian L. Joseph’ 
Home Life of New York, New 
York City, acted as official hostess 
as chairman of the women’s hos- 
pitality committee. 


Emerick Ill, Absent 

Winston Emerick, New England 
Mutual, Johnstown, Pa., was un- 
able to attend the trustees meeting 
because of being in the hospital 
with a serious gall bladder ailment. 








Miss Alice Faughnan is one of 
the busiest persons at the N.A.L.U. 
convention and might well qualify 
for busiest. She is secretary to Max- 
well L. Hoffman, N.A.L.U. director 
of field service who has charge of 
all the multifarious convention ar- 
rangements, It is Miss Faughnan’s 
first N.A.L.U. meeting. She is the 
‘successor of Miss Imogene Haigh, 
who concluded her N.A.L.U. serv- 
ice shortly after last year’s conven- 
tion at Los Angeles after acting as 


‘Mr. Hoffman’s secretary for five 


years. 







eneral American 


helps field men 
advance faster with the 


SOCIAL SECURITY CALCULATOR 











Targets social secur- 
ity benefits in a jiffy. 
Easy to use. No pen- 
cil needed. Computes 
both old and new 
benefits. 









“More power to men in the field”... 
that’s the purpose of General American's great 
array of selling tools. General American Life offers 
more visual selling aids to help field represen- 
tatives to greater success. You plan better, close 
faster, and enjoy more satisfaction in every sale. 
That is one of the ways General American backs 
up the efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 








A LIKELY Spor 








AREER underwriters have found that 
Indianapolis Life is the spot where 
they can really build successfully. For 
here is a company offering all the elements 
that go to make for a happy, profitable 
relationship . . . thorough training courses 
+ - » programming schools . . . tax and 
business seminars . . . aggressive mer- 
chandising materials . . . complete line of 
quality, modern, liberal, low-cost policies 
from birth to age 65 . . . life-time service 
fees and a pension plan that assures se- 
curity ... anda cooperative, friendly, 
home office that makes selling a pleasure. 


NDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 
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-balanced company is, we believe, a company 
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. whose financial position is strong 

. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 

. whose policy contracts include all funda- 
mental coverages... 
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co 
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a company 
. whose contributions to its industry have 
been recognized as outstanding 
. . whose growth has been steady and uniform 
. whose size is sufficiently large to assure 
confidence and prestige 
. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 
. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


HA 





The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 


TD 
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“MUSIC to the 


Salesman’s Ear” 
Leads, leads, 





leads, leads 
leads, leads 
Leads, leads, leads, leads 
Leads, leads, leads, leads 
Leads, leads, leads, leads. 


IF INTERESTED, WRITE TO 


encficial 


STANDARD LIFE INSURANCE COMPANY 


Leads, leads, 


HOME OFFICE: 756 S. SPRING ST. 
LOS ANGELES 14, CALIFORNIA 








Tells How Reinsurance Has Helped Agent 


(CONTINUED FROM PAGE 33) 





ments of the original companies 
could be passed on to the Pitts- 
burgh Life & Trust. 

It perhaps is a little difficult for 
you men to appreciate the impor- 
tance of this practice. May I give 
you some history to help you ga- 
ther the import of this development. 
It should be remembered that rein- 
surance is a small part of the busi- 
ness. Probably not more than 2% 
or 3% of the total business in force 
today is reinsured. It was perhaps 
only a fraction of this in those days. 
This makes you grasp the signifi- 
cance which this salvage procedure 
had for the public and for the man 
in the field. 

The Pittsburgh Life & Trust had 
hardly exploited the possibilities of 
this change in practice when the 
company failed. The Lincoln came 
into its place opportunely and used 
this practice to sell its new venture. 
The hundreds of small companies 
which were operating throughout 
the middle west in this period had 
certain operating plans. They usual- 
ly thought that they would become 
profitable enterprises when they 
had $20 million to $25 million of 
business in force and $2% million 
of assets. They assumed that when 
they reached this stature the mor- 
tality profits on the business in 
force would take care of their sur- 
plus requirements for new business. 
They would then make a profit out 
of excess interest on their assets. 


Idea Easy to Sell 


Concretely, this meant that when 
they reached this size they would 
change from institutions having 
surplus decreases to institutions 
having surplus increases. So it was 
easy to sell these companies that 
they could reinsure business which 
was unsatisfactory to their medical 
departments. In this way they 
would, even though they lost the 
mortality margins, recover their 
interest margins on the reserves 
which would be left in their hands. 
This was another powerful argu- 
ment which could be used. 

You could point out that they 
were rendering the agent just as 
good service as the large companies 
with their trained and experienced 
underwriting staffs. You should 
remember that in those days, too, 
most of the small companies had 
only part-time medical directors 
and no resident actuaries. Their 
managements knew they could 
make interest profits. They were 
not so sure about mortality profits. 





REINSURED WOMEN 





I have seen these small compan- 
ies reinsure a risk because a man 
was a member of a small-town vol- 
unteer fire department. Some of 


them would not take women at all 
at their own risk but would rein- 
sure them. A single case of tuber- 
culosis in the family history, even 
though a man was at an advanced 


—— 


age, was cause for a declination. It 
might be said that these companies 
took only risks without blemish, So 
the market for reinsurance of this 
substandard class grew fantasti- 
cally. 

No efforts were made in that per- 
iod to sell the large companies on 
the service. It was believed the 
underwriting setups of these com- 
panies were such that little could 
be salvaged from their declinations. 
All efforts were concentrated on 
the small companies that were cau- 
tious and conservative in their un- 
derwriting practices. Out of this 
procedure comes the satisfaction of 
knowing that the reinsurance busi- 
ness has helped these little institu- 
tions to establish themselves, to 
build their agency organizations, 
and to become solid enterprises 
serving their local communities. 


Hobbs Committee to Hold 


Conference With Lovett 


Philip B. Hobbs, Equitable So- 
ciety, Chicago, chairman of the 
committee on 
national affairs, 
reported that 
immediately fol- 
lowing the At- 
lantic City meet- 
ing members of 
that committee 
and of the N.A. 
L.U. headquar- 
ters executive 
staff will attend 
an orientation 
conference, un- 
der the sponsorship of Secretary of 
Defense Robert A. Lovett, which 
will bring together leaders in pro- 
fessional, business and_ social 
groups for the puropse of ac- 
quainting them with the status 
and current problems ef the de- 
fense program. Following that 
conference the committee will sub- 
mit to each local association a 
memorandum which will provide 
association leaders with a broad 
understanding of the military es- 
tablishment of our country and 
its place in world events in order 
that they may interpret its mean- 
ing and significance to the mem- 
bers of their communities. 


LEEE_EE_—E_EES 
HERMAN A. ZISCHKE 


Organization 
CONSULTANTS ON 
Employee Benefit Plans - Pension - 
Profit Sharing 


SAN FRANCISCO CHICAGO 
111 Sutter Bldg. 1 No. La Salle St. 
Yukon 6-6568 Financial 6-1370 





Philip B. Hobbs 





AGENCY DEPARTMENT 
LOS ANGELES 


Rapidly growing agency Mutual Company ovef 
100 years old with almost 3 billion in force has 
excellent ing for gement training 
leading to General Agency appointment. Salary 
and overriding—Ages 25 to 35. Give qualifica- 
tions in personal production or supervisory ex 
perience. Negotiations in confidence, if de- 
sired. Address N-23, The National Underwriter, 
75 W. Jackson Bivd., Chicago 4, Ill 
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Lee Urges Agents to Sell America 


(CONTINUED FROM PACE 10) 





) an 
with his employer has been seri- 
ously impaired by the device of 
industry-wide bargaining. 

Political forces in Washington 
have aided and abetted the execu- 
tion and enforcement of such 
agreements. ; 

In far too many instances, an 
employer must agree to the terms 
imposed upon him. 


More Invasion Ahead? 


Will the government next in- 
yade the railroad industry and 
other lines of business as it has 
the electric power business? 

If so, then that is the end of 
opportunity. That is the end of 
progress. ; 

And that is the beginning of the 
dry rot and stagnation which char- 
acterized every society that has 
succumbed to the siren song of 
directed economics. 

It is in the field of providing 
capital that life insurance plays an 
increasingly important role in our 
free competitive society. The trend 
has been to turn more and more to 
the private accumulators of funds. 
The individual policyholder prob- 
ably does not regard his life in- 
surance policy as a form of saving; 
Nevertheless, such policies are a 
form of saving in that people are 
putting money into life insurance 
to insure the future in the same 
manner that they put money into 
the savings banks. 


Premiums a Real Backlog 


But their policies are a saving 

in another and even more impor- 
tant sense. They are and will con- 
tinue to be the real backlog of 
security for the American system. 
If the individual policyholder only 
knew it, his annual premium rep- 
resents an investment in the 
American economic system. 
_Last year, as you all know, the 
life insurance business had about 
7 billion dollars to invest. That 
was new money, available from 
premiums and from payments on 
loans. 

This year it is estimated the 
amount will be somewhere above 
$7 billion. 

The story of life insurance in- 
vestment in the American econ- 
omy 1s a story super-charged with 
dynamic interest. 


HELP COMPETITION 








You can look anywhere you 
wish, and you will see the results 
of life insurance investments in 
industry, helping to assure the con- 
tinuing growth of competitive cap- 
Italism. 

It is a personal story as well as 
an industrial story. It is just as 
personal as worthwhile, for dur- 
ing 1951, the life insurance invest- 
ments in real estate mortgages 
totaled $5 billion. They have also 
invested in farm financing to the 
extent of holding 24.2% of all farm 
mortgages as of Jan. 1, 1952. 


All this is in addition to one of 
the greatest innovations in our 
economic system: the creation of 
private pension plans that today 
cover some 3 million workers. 

But let us turn at this point to 
the even greater need for the life 
insurance industry to put its 
shoulder to the wheel of American 
society. 

As life insurance agents, you 
have sold the American people on 
the idea of insurance. The insti- 
tution of life insurance owes its 
solid backlog of respect to the tire- 
less efforts of the agent who has 
constantly emphasized the impor- 
tance of savings to the American 
people. 

I would like to suggest that you 
men are cut out for the job of 
selling the American people all 
over again on the idea of America. 
You have done so well on selling 
the institution of insurance, you 
are ideally adapted to re-selling 
the institution of this country. 

That’s not an easy job. And it 
needs a brief appraisal from the 
insurance point of view. 


“Insurance” Has Prestige 


As life insurance agents, you 
have made insurance one of the 
most popular words in the Ameri- 
can language. Insurance is one of 
the most respected words in the 
American lexicon, particularly 
since the depression of the 1930s. 

The word “insurance” has 
achieved such stature that it is 
even used against the interests of 
the American economy. All kinds 
of dreamers and schemers of so- 
cialistic devices label their plans 
by the name of “insurance.” They 
claim they don’t want to socialize 
America. They merely want to 
“insure” us all against the hazards 
of existence, by government direc- 
tion and government controls. 


LEVELING EFFECT 








For example, they want to pro- 
tect us from the hazards of free 
enterprise. They want to “insure” 
the non-producing, inefficient 
worker an equal income with the 
highly efficient, large-producing 
worker. Their idea of how to do 
that is to drag the better man 
down to the level of the less able. 

If it were not for the danger 
involved in all this scheming and 
dreaming, the insurance world 
might take it as a compliment that 
the word “insurance” is so gen- 
erously but so carelessly applied. 
But as it stands, it is a distortion 
of a great and noble idea to an 
ignoble purpose. 

Just suppose that every time a 
policy had been purchased in the 
last 50 years, that the buyer had 
also bought the American eco- 
nomic system over again, and be- 
come convinced of his own indiv- 
idual responsibility to that system. 

That would mean 80 million 
people firmly convinced to protect 





and cherish an American system 
which guarantees opportunity for 
all. 

The economic and social possi- 
bilities of common action by 80 
million policyholders should not 
be overlooked. 

We have been reckless with our 
resources. We have been careless 
in educating our younger people 
to the dangers of centralized au- 
thority, but tomorrow is another 
day. Another day for everyone of 
the 180,000 agents to make five 
calls—to sell five policies (I hope) 
but to plant five seeds of thought 
in five individual minds. 


Huber’s “Tuition” Fee Idea 
Attracts Agent Aspirants 


Solomon Huber, general agent 
of Mutual Benefit Life at New 
York City, was asked by some of 
the conventioneers about his plan 
of charging a new agent for “tui- 
tion” in case he leaves to become 





an agent elsewhere before comple- 
tion of two years’ service. Mr. 
Huber said that the plan has had 
an unexpectedly good effect on re- 
cruiting. He originally had some 
concern that it might prove a de- 
terrent to new men but it has ac- 
tually brought him a lot more 
applicants. 

The reason for this is that when 
men considering entering the life 
insurance business, in making the 
rounds of agencies, have asked 
managers about the Huber agency, 
Mr. Huber’s competitors have had 
a good word for the Huber sys- 
tem of operation but mentioned 
the fact that a penalty would be 
imposed on an agent resigning to 
go elsewhere within two years. In- 
stead of discouraging the appli- 
cants, however, this has had the 
effect of stimulating the curiosity 
of many of them with the result 
that Mr. Huber has a longer wait- 
ing list of applicants than ever 
before in the agency’s history. 





We need 


Life Insurance 


General Agents— 


NOW! 


We have hundreds of policyowners already in various 
Midwest territories, which makes it necessary 

to open additional offices immediately. 

Are you ready to join a fine old company? 

Are you getting the compensation you deserve for 


your ability and energy? 


If you have written a good volume of life 
insurance during the past two years, we want 

to visit with you. We recognize and pay for ability. 
This opening is your opportunity to earn 


$7,500 per year! 
$10,000 per year! 
$15,000 per year or more! 


Here are the qualifications for this position as our 


General Agent: 


* Our man must be a hard worker 

* He must be enthusiastic 

* He must be able to hire, train and inspire others 
* He must be between the ages of 30 and 50 

* He must be co-operative, sincere and honest 

* He must want to make money! 


Write NOW telling us how you meet these qualifi- 
cations. This may well be the big break you have 


been waiting for! 


i Farmers & Bankers Life 


INSURANCE COMPANY « 


HOME OFFICE, WICHITA, KANSAS 
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BRINGING TO YOU A NEW WORLD OF cep HAPPINESS, PEACE OF MIND. SECURITY 
TONAL 


Jnusurance CEompany 
SEATTLE 4, WASHINGTON 





Roy L. McGinnis, President 




















The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent's and general agent's 
contracts to those looking for a permanent connection. 


Complete line of Life Insurance policy contracts from 
birth to age 65 with full death benefit from age 0 on 
juvenile policy contracts. 


Complete line of Accident and Health policy contracts 
with lifetime benefits. 


Individual ‘Family Hospitalization contracts with surgi- 
cal, medical and nurse benefits. 


Complete substandard facilities. 
Educational program for field man. 


Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio and 
Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 




















1926 Atlantic City 
Meeting of N.A.L.U. 
Was Notable Session 


The only previous meeting of 
the National association at Atlan- 
tic City was that in 1926. It was 
marked by a revolt against the 
leadership of the so-called “old 
guard,” which was alleged to have 
dominated N.A.L.U. affairs for 
many years. There were some 
fireworks at the business sessions 
and it resulted in at least a partial 
victory for the insurgents. 

It marked the real beginning of 
what later developed into the 
C.L.U. movement, with the ap- 
proval by the executive committee 
of a proposal advanced by Guy 
McLaughlin of Houston, Tex., of 
a plan for higher education of life 
agents, leading to a degree. The 
first “all-star producers” session 
also was held at that meeting and 
made a big hit. 

The meeting was originally 
scheduled to be held at Philadel- 
phia but the association there 
arranged for its transfer to Atlan- 
tic City because the Sequicenten- 
nial Exposition in Philadelphia 
that year, observing the 250th an- 
niversary of the adoption of the 
Declaration of Independence, made 
it difficult to get adequate hotel 
accommodations there. 


Huebner Was Memorialized 


Dr. S. S. Huebner was a speaker 
and was memorialized for the 
work he had already done on be- 
half of insurance education at that 
time — 26 years ago. Darwin P. 
Kingsley, president of New York 
Life, and Alfred Hurrell, vice- 
president of Prudential, also were 
on the program. 

Frank L. Jones, Equitable Soci- 
ety, Indianapolis, later at the home 
office for many years prior to his 
death, was then N.A.L.U. presi- 
dent. Edward A. Woods, head of 
the famous Woods agency of Equi- 
table at Pittburgh, and W. M. 
Duff of that agency; John Newton 
Russell, Pacific Mutual, Los An- 
geles; Ernest W. Owen, Sun Life 
of Canada, Detroit ; Hugh D. Hart, 
then with Aetna Life at New 
York; John L. Shuff, Union Cen- 
tral, Cincinnati; C. C. Day, Pa- 
cific Mutual, Oklahoma City, and 
H. J. Powell, Equitable, Louis- 
ville, all of whom have long since 
passed from the scene, were still 
active at that time. 

Frank M. See, New England 
Mutual, St. Louis, and C. Vivian 
Anderson, Provident Mutual, Cin- 
cinnati, are the only ones among 
the leaders at that time who are 
still active in field work. Paul F. 
Clark, John Hancock; Vincent B. 
Coffin, Connecticut Mutual, and 
Chester O. Fischer, Massachusetts 
Mutual, have of course been in 
home office work for many years. 

Until the 1926 meeting in Atlan- 
tic City, the annual gatherings of 
the N.A.L.U. had been held in large 
hotels in the principal cities. It 
proved to be somewhat confusing 


to the delegates in 1926 to attend 
convention sessions outside the 
hotel. At that time, as is the case 
this year, the general sessions took 
place on the Steel Pier. 

The experience at this former 
Atlantic City meeting probably con. 
vinced those in charge that the 
National association had grown to 
the point where its gatherings 
would have to be held in theaters 
or auditoriums because even the 
largest hotels were without the 
facilities to take care of the large 
number that began to attend the 
N.A.L.U. meetings in the middle 
20s. 


N. Y. City Leaders 


Turn Out in Force 


The New York City association 
is well represented at the conven- 
tion, both because of its proximity 
to Atlantic City and because David 
B. Fluegelman, Northwestern Mu- 
tual, a member of the group, was 
slated to become the next president 
of the N.A.L.U. 

Among the New York leaders 
attending are Charles S. McAllister, 
New England Mutual, president of 
the New York association ; John H, 
Evans, Home Life, immediate past 
president; Jack R. Manning, exec- 
utive manager; Harry K. Gutmann, 
Mutual Life public relations vice- 
president; Robert I. Curran, Jr, 
Massachusetts Mutual, chairman of 
the board of directors. 


Other Leaders on Hand 


Also Benjamin D. Salinger, Mu- 
tual Benefit, secretary of the state 
association and a director of the 
city association; Benjamin Zucher- 


man, Prudential, immediate past | 
president of the Bronx branch; | 





Louis Lurie, Prudential, adminis- | 
trative vice-president of Bronx | 
branch; Harold W. Baird, National | 
of Vermont, national committee | 


man; Louis W. Sechtman, Aetna, 
treasurer for past five years and 
now chairman of finance commit- 
tee; Sidney L. Wolkenberg, Union 
Central, director. 

Also Roswell W. Corwin, New 
England Mutual, president of the 


New York City C.L.U. Chapter; | 


Philip L. Klein, State Mutual, di- 
rector; Harold N. Sloane, Conti- 
nental Assurance, administrative 
vice-president ; John T. Scott, Penn 
Mutual, educational vice-president; 
David Marks, Jr., New England 


Mutual, member of the N.A.L.U. | 


nominating committee; and Miss | 


Sophie Lubroth, Mutual Trust, 
president of the Brooklyn branch. 





J. Harry Wood, editor of the 
C.L.U. Journal and professor of 
marketing at Washington Univer- 
sity, had a shorter trip to the con- 
vention than might be inferred 
from his St. Louis location, for he 
has been spending the summer at 
his farm at Petersham, Mass. 
After the convention he will re- 
turn to Petersham long enough to 
collect his family and then head for 
St. Louis. 
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Diceskeen Takes 
Over as President 


(CONTINUED FROM PAGE 3) 








Mutual, Chicago, M.D.R.T. chair- 
man, presiding. Other participants 
were William T. Earls, Mutual 
Benefit Life, Cincinnati, vice-chair- 
man, and chairman-elect; John O. 
Todd, Northwestern Mutual, Chi- 
cago, immediate past chairman; G. 
Nolan Bearden, New England Mu- 
tual, Los Angeles, and Herbert P. 
Karlsruher, New York City, both 
of whom are members of the exec- 
utive committee. 

The concluding large-scale event 
of the convention is the fellowship 
luncheon, which takes place Fri- 








1953 NOMINATING 
COMMITTEE NAMED 


The national council elected the 
following nominating committee to 
make recommendations for the 1953 
election : 

Agents having no managerial or 
supervisory duties: N. H. Seefurth, 
Northwestern Mutual, Chicago, 
and R. B. (Tilly) Walker, New 
York Life, Hollywood, Fla. 

Managers or general agents: 
Herbert R. Hill, Life of Virginia, 
Richmond, and Oren D. Pritchard, 
Union Central Life, Indianapolis. 

From among former nominating 
committee members: Walter N. 
Hiller, Penn Mutual, Chicago. 





day afternoon, with John D. Moy- 
nahan, Metropolitan Life, Chicago, 
immediate past president, as toast- 
master. 


To Present Russell Award 


Following the presentation of 
new officers, trustees, past national 
president, and New Jersey conven- 
tion personnel, will come the long- 
awaited announcement and presen- 
tation of the John Newton Russell 
Memorial Award for outstanding 
service in the institution of life in- 
surance for 1952. Past President 
Clifford H. Orr, National Life of 
Vermont, Philadelphia, is chair- 
man of the award committee. 

The new board of trustees will 
meet after the luncheon program. 

The traditional company dinners 
were the big feature Thursday 
evening. There were 33 of these, 
besides which two companies held 
receptions. The dinners were fol- 
lowed by the president’s reception 
and ball at Haddon Hall, the head- 
quarters ‘hotel. 


Assn. Secretaries to Meet 


With NALU Staff Next Week 


Joy Luidens of the Chicago as- 
sociation was elected chairman of 
the Local Assn. Executive Secre- 
taries, and George E. Hester, Gen- 
eral American Life, chairman of 
the State Assn. Executive Secre- 
taries, 

Twenty-three state and local sec- 
fetaries will go from the conven- 
tion at Atlantic City to New York 
City to be on hand for a conference 





with the N.A.L.U. headquarters 
staff Monday and Tuesday. This 
is an innovation designed to en- 
able the headquarters personnel to 
work more effectively with the ex- 
ecutive secretaries. 

Each staff member has been as- 
signed a time to confer with the 
group. Most of the Atlantic City 
conference of the executive secre- 
taries group, aside from the formal 
address of Reuel Elton, general 
manager, American Trade Assn. 
Executives, Washington, D. C., 
was devoted to working out an 
agenda of matters to be discussed 
with the headquarters staff. 





Strong Advances On 
Public Relations 
Lines Reported 


Strong advances along public 
relations lines by both local and 
state associations in the past year 
were reported by the committee on 
public information, Robert  L. 
Walker, Peninsular Life, Orlando, 
Fla., chairman. Especial recogni- 
tion was given to the blood donor 
campaign staged by the Memphis 
association, the widely diversified 
activities at Peoria, Ill., which won 
the association there the William 
E. North Achievement Award of 
the Illinois association; Christmas 
parties held for children patients 
in charity wards of the city hospi- 
tals, such as those conducted by 
the Baltimore association; the 35th 
anniversary meeting of the Spring- 
field, Ill., association, which drew 
a group of distinguished leaders in 
the fields of business, education, 
religion, medicine, law, radio and 
newspaper work and received 
widespread publicity, and the Ken- 
tucky 1952 state convention, which 
was cited as an especial example 
of a well planned and well execut- 
ed public relations program. 


N.Q.A. Awards Publiczed 


Much publicity has been given 
in local papers to the presentation 
of national quality awards, and an 
excellent prestige-building contri- 
bution was the story released to 
newspapers by the Los Angeles 
Chamber of Commerce, showing 
that the average life insurance man 
there devotes 11 days each year to 
civic duties, with considerable de- 
tail as to the various types of 
activity. 

High praise is given to the 
women’s finance forums conducted 
all over the country, as well as to 
the great work being done by the 
Institute of Life Insurance. 





Cooperation With 
Trust Men Pushed 


There are now in existence 58 
active Life Insurance & Trust 
Councils and/or Estate Planning 
Councils in 32 states and the Dis- 
trict of Columbia, the report of the 
committee on relations with trust 
officers, submitted by Chairman 
Roland D. Hinkle, Equitable So- 





From the New Haven association: Theo- 
dore Trolin, Connecticut Mutual Life, and 
Leslie York, Aetna Life. 





ciety, Chicago, brought out. * The 
most recently established is the 
Albany Estate Planning Council, 
Albany, Ga. Efforts have been 
made to revive three councils 
which have become inactive and 
there has been considerable activ- 
ity along this line at San Fran- 
cisco, San Jose, Cal.; Wichita, 
Minneapolis, Jacksonville, Fla.; 





Savannah, Ga.; Erie, Pa., and Spo- 
kane, Wash. 

The committee regards the trend 
toward ever-increasing participa- 
tion by attorneys and accountants 
in these councils as a highly de- 
sirable one and one that should be 
encouraged. Of the existing coun- 
cils, 37 admit attorneys and 31 ad- 
mit certified public accountants to 
membership. In some of these 
councils, such membership is mere- 
ly on an associate basis; in many 
others, however, attorneys and/or 
C.P.A.s have full, active member- 
ship. Some of the above-mentioned 
councils admit only attorneys; 
others, only C.P.A.s; but most of 
them admit members of both these 
professions. In the councils which 
have attorneys and/or C.P.A.s as 
active members, 29 attorneys and 
26 C.P.A.s are officers. The over- 
all number of officers in the exist- 
ing councils is 227, of whom 91 are 
life underwriters and 81 are trust 
officers. 





F. GORDON BROWN 
J. H. BROWN 

R. R. BURTNER 

DALE CHRISTENSEN 
EDWARD W. CIMOCK 
LAWRENCE W. EARLE 
LARRY F. ELDER 

D. PAUL FANSLER 
OWEN L. FOLLOWELL 
EARL F. GOODRICH 
MARC F. GOODRICH 
CLIFFORD KNOWLER 
HOWARD KOEPKE 
HENRY W. KRUMWIEDE 
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W. L. MOSGROVE 
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EARL E. PARMINTER 
JAMES H. RICE 
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FITTING THE NEED 


The needs of clients, and their abil- 
ity to pay premiums, are the deter- 
mining factors in recommending 
personal protection programs. The 
ability of our agents to offer just 
what is needed is based on the fact 
that we have an unusually varied 
line of personal protection contracts. 


Washington National writes all mod- 
ern forms of life insurance and 
accident and health, and in addition, 
a number of special coverages, 
among which are: 


Non-can. hospital. 
Non-can. disability paying full 


benefits regardless of house con- 
finement. 


Hospital policy (individual or 
family) paying 120 days for any 
one disability. 


A-H policy paying 10 years for 
total disability, first year full 
benefits regardless of confinement. 


Special Accident policy paying 
monthly income, and in addition, 
reimbursement for medical ex- 
pense up to $1,500. 

Vision Impairment Annuity pay- 
ing monthly income for life for 
90% loss of vision. (Exclusive) 
Non-medical apps. considered on 
adult males to age 35, up to $7,500. 


Full information will be given to 
qualified persons who are at liberty 


to inquire. 


WASHINGTON NATIONAL 


INSURANCE 


EVANSTON, 
H. R. KENDALL, Chairman 


COMPANY 
ILLINOIS 
R. J. WETTERLUND, President 


G. P. KENDALL, Secretary 














Hospitalization Life 


Accident and Health 


EQUITABLE LIFE & 
CASUALTY INSURANCE 
COMPANY 


404 SO. WEST TEMPLE 


SALT LAKE CITY 


Dr. R. E. ROSS, President 
J. P. ALLEIN, Vice-President 
RAYMOND R. ROSS, Director of Agencies 


Attractive Contracts for 
General Agents and Agents 


UTAH — COLORADO 
WYOMING — IDAHO 


NEVADA and 


ARIZONA 


























Five Top Producers 
at M.D.R.T. Hour 
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The second death claim involved 
a man adequately insured and it 
meant putting his children through 
college and getting them off to a 
good start. 

The third case involved an un- 
wise degree of flexibility in settle- 
ment options with the result that 
friends of the widow, with com- 
plete sincerity but misguided judg- 
ment promoted the sale of securi- 
ties, paying more than the settle- 
ment agreement. The widow with- 
drew half the proceeds to play the 
stock market, against Mr. Earls’ 
advice and not only lost the first 
half of her money but a good part 
of the second half. 


Will Power Is the Key 


John O. Todd, Northwestern 
Mutual, Chicago, immediate past 
chairman stressed in his remarks 
the potency of will power. There 
is as inexorable a law governing 
this as the law of gravity, he noted. 
It says that anything which you 
ardently desire, vividly imagine, 
honestly believe in and expectant- 
ly act toward will inevitably come 
to pass. 

Painstaking preparation must be 
the partner to faith, he said, for 
surprise is the enemy of success 
and surprise is always present 
when something happens that was 
not planned upon and hence not 
prepared against. Give your mind 
a chance to realize its full poten- 
tial, give yourself a chance to think 
undisturbed and unhampered by 
the little annoyances and necessi- 
ties of the day, he advised. 

“T believe it is no more impos- 
sible to attune your mind to re- 
ceive from the Great Universal 
Power than it was impossible to 
reach out into the ether and draw 
music and words and pictures,” he 
said. “Power is all about us. What 
we must do is attune our minds to 
receive.” 

G. Nolan Bearden, New Eng- 
land Mutual, Los Angeles, dis- 
cussing centers of influence, said 
that no matter what a man’s abil- 
ity or experience, his success will 
ultimately be determined almost 
entirely by the help he can get 
people to give him. 

Mr. Bearden attributes some 
70% of the business he has writ- 
ten since entering life insurance in 
1937 to centers of influence. 


Describes Center of Influence 


A center of influence, he said, 
should be a man who is usually 
unselfish, who has the instinctive 
characteristics of “helping you 
without imposing on his friends— 
a man who has top friends, a man 
who has top prestige with other 
people, usually in his own profes- 
sion or business, who knows and 
likes the agent and is familiar with 
the type of work he is attempting 
to do.” The center of influence 
must be reasonably forceful in his 


endeavor to sponsor the agent and 
be able to influence or promote his 
good in centers or circles in which 
he moves. Finally, he must have, 
high regard for life insurance. 
Mr. Bearden told in detail hoy 
some of his centers of influence 
have helped him attain business, 


Success Due to Education 


Herbert P. Karlsruher, Ney 
York Life, New York City, said 
that what success he has had has 
been due in very large measure to 
the life insurance education he has 
obtained. One of his best accounts 
and finest centers of influence. 
which has resulted in a steady 
volume of substantial business, j 
directly attributable to knowledge 
assimilated prior to his contact 
with the situation, he said. This 
was a corporation considering the 
installation of a pension plan and 
Mr. Karlsruher was recommended 
because of the continuing techni. 
cal service he was giving his friend 
and center of influence. The corpo- 
ration already had a plan unde 
consideration but he got the bisi- 
ness because he was prepared to 
offer something more desirable 
and thereby eliminated competi- 
tion. 

Mr. Karlsruher pointed out that 
with a firm foundation of knowl 
edge “we automatically become a 
member of our prospect’s planning 
team, together with his attorney, 
C.P.A. and trust officer and then, 


,” 


just like in golf, ‘easy does it’. 





“Trained Seals” Breakfast Is 
Again a Sparkling Event 
The Texas “trained seals” break- 
fast was again a feature of the 
N.A.L.U. convention, put on with 
the expected Texas enthusiasm. 
Guests were greeted at the door 
and given the “treatment’”—dexe- 
drine and vitamin tablets, and a 
Texas cocktail compounded of 
whisky and grapefruit juice. The 
trained seals are many life insur- 
ance men from all over the country 
who have addressed sales con- 
gresses of the Texas association. 
The opening speaker was Eddie 
Dyer, Southland Life, Fort Worth, 
president of the Texas asssocia- 
tion. L. Mortimer Buckley, New 
England Mutual, Dallas, national 
committeeman of the Texas asso- 
ciation, spoke briefly on the origin 
of the trained seals group and 
called on B. N. Woodson, manag- 
ing director of N.A.L.U. and Paul 
H. Conway, John Hancock, Syra- 
cuse, for short talks. _ ie 





eg 


Moynahans Plan Trip | 

Immediate Past President John 
D. Moynahan, Metropolitan ~ Life, 
Chicago, and Mrs. Moynahan, will 
continue on a vacation trip after 
leaving Atlantic City. Their trip 
will include Waterbury, Conn. 
where on Sept. 26, they will attend 
a special Mass on their 20th annt- 
versary in the church in which 
they were married. 
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My Dad’s a 
Great-West Life man! 


Sure, he’s proud of his Dad. But he’s too young as yet 
to understand fully how his father, as a life under- 
writer, serves his friends and neighbors. As he grows 
older, he will come to know how people depend upon 
his father for advice and counsel in arranging their 
financial affairs. He will meet people who are enjoying 
a carefree retirement; he will see father-less families 
held together; at college he will have friends who have 
been assured an education: all because of life insurance. 
And he will know many people who have that wonder- 
ful feeling of security that comes with a well planned 
life insurance program. He’ll always be proud to say: 
“My Dad’s a Great-West Life man!” 
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